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Northern Trust Company, Chicago, Iil. 


ALAMAZOO Loose Leaf Binder Company’s STYLE C SYSTEM 
installed in one of the largest banks in the United States. Showing you 


this picture renders mere words superfluous. What we have done, we can do. 


"Once Sold Always Kalamazoo Loose Leaf Binder Company Service Sales Offices 
Sree KALAMAZOO, MICHIGAN Everywhere 
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Three American Armies 


There is in the three pictures shown here an inspiration to the full 
performance of a national duty by every banker and business man. 

Top—The cheery army of homecomers. Is there employment for these 
men, who left civil life and its opportunities for a bigger job at Armageddon? 

Left—The victorious army of occupation. Will we back these men and 
their mission by backing the Fifth Liberty Loan, which is as truly necessary to 
national preservation as those which preceded it? 

Right—The pitiful army of maimed and broken, who have paid with their 


bodies where we paid from full pockets. Will we help rebuild them and fit 
them for useful vocations ? 
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We Who Would Take the Lead Must First 
Acquire the “World Trade Viewpoint” 


F we are to look upon the lead 

of a few of our great financial 
institutions as indicating the posi- 
tion the American bank is destined 
to occupy in international trade, 
it is safe to say that the future of 
our foreign expansion lies largely 
in the hands of the banker. The 
degree to which the banking house 


By AMOS STOTE 





EDITOR'S NOTE: This is the first of a 
series of articles on the important position 
the American bank is destined to occupy in 


foreign commerce. In an early issue Mr. 


Stote will classify and explain the impor- 
tance of the first group of statistical data 


essential to the building of a Bureau of 


Export Information. 


of its own sowing, but which the 
fortunes of war have allowed us 
to reap for a season or two. 
American industry is soon going 
to need export with the greatest 
need it has ever experienced. To 
keep our expanded industries from 
contracting and cracking; to keep 





our boats busy and our labor 





should accept this responsibility 
and opportunity, must be governed largely 
by the number of the bank’s customers who are 
eligible to export. 

The late great war has advanced this country's 
foreign commerce requirements far beyond all normal 
development. In like proportion has it increased 
our chances, and at present they are nothing more 
than chances, for almost limitless world-expansion. 
Some authorities have stated that our export demands 
have leaped ahead a quarter of a century in the last 
four years. In many respects this is undoubtedly 
true. We know that war speeded up our industries 
beyond all peaceful demands; that it has given us a 
merchant marineof the first rank; that strangecountries 
literally begging for our wares have been sent to us; 
that it eliminated competition long enough for us to 
acquire the taste for export; and that it needs no 


alarmist to tell us Europe is already straining at re- - 


habilitation, that it may get again the export harvest 


profitably employed, we demand 

markets offering consumption many times the domes- 
tic appetite. As to the part the bank will play, if it 
does its whole duty by industry. This is truly one 
of our greatest phases of international development. 
Fortunately the progressive American bank might be 
said to have been in training for this new departure. 
The very process of enlarging its service, in which it 
has been wisely indulging of recent years, has given 
it a breadth of outlook happily preparing it for this 
newest and greatest undertaking. If so vital a posi- 
tion as the place of the bank in export could be 
expressed in a sentence it might be put down as the 
clearing house for international commercial information. 
That sounds like a large “order,” yet the manage- 
ment of many a bank has already that view of the 
long trail of opportunity so impressed upon it that 
the impetus is carrying them even beyond this posi- 
tion. They know that to the function already named 
they must add that of instructor, even stimulator. 
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In these latter activities the man- 
ufacturer will find some of the 
bank's best and most attractive 
features, so that the business look- 
ing for export will logically turn 
to the financial house offering it 
the most complete foreign service. 

Until the producer who wants 
to export, or who should export, 
understands the full meaning of 


which, in reality to the shipper, is 
no different from any other domes- 
tic transaction. The man who sees 
a step farther will call exporting the 
having of a native agent here and 
there who controls, so far as there 
is any control, the local market for 
that line. While a trifle closer tothe 
real work, this form of trade makes 
the manufacturer little more than 
a shipper, and in no real 





















Export is salesmanship raised 
to the Nth power. Once the 
consumer is located, the ships 
that bring us such staples as 
coffee (like the one photographed 
in process of loading at Santos, 
Brazil) can be sent back with 
cargoes of our own goods to 
meet the particular needs of 
the foreign markets we will be 
called upon to cultivate. Below 
is shown the discharge of the 
first shipment of American eggs 
from the steamship Highland 
Harris at Buenos Aires 





that word there will always be 
semi-stagnation and endless con- 
fusion in his operations. There 
are at present so many concep- 
tions of world commerce, so many 
random definitions of the term 
that has suddenly grown to be an 
important consideration in practi- 
cally every branch of business, 
that it would be wise for us to 
establish at once the true meaning 
of true export. 

Some there are who will tell you 
exporting consists of connecting 
up with a shipper who buys out- 
right the manufacturer's articles 
and undertakes the whole task 
of selling. Under such arrange- 
ments the producer does not know 
so much as the destination of his 
wares and the sale he has made, 


sense a foreign seller. The 
truth is neither of these 
common methods has 
enoughof the export flavor 
to influence either styles 
on wares produced or to 
secure a viewpoint of 
the foreign market. 
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Hardly are they preliminary steps. 

Real exporting, in its truest con- 
ception, is salesmanship raised to 
the Nth power. It is the locating 
of the foreign consumer who most 
needs and is most prepared to 
buy the particular wares the manu- 
facturer has to offer; and the pre- 
senting of those wares to that 
consumer in the most convincing 
and agreeable manner. In other 
words the finest development of 
foreign trade is selling where 
demand is greatest. 

It is with such a far-sighted 
understanding of the meaning of 
world trade that the banker should 
approach the problem of serving 
his industrial community. With 
this basic principle established 
the next item to be considered is 

} 





that of deciding on the general 
scheme of the service to be rendered 
by the bank. 

What must the bank be in a 
position to offer the manufacturer 
who would engage in export? To 
this there can be but one answer; 
it must be able to provide that 
definite information essential to the 
economic sale of any goods in any 
market. Obviously, the elaborate- 
ness of this service must be 
governed by the size of the bank 
and the number of manufacturing 
houses within its territory that 
are capable of engaging in foreign 
commerce. 

The solution to this latter ques- 
tion is one which each bank must 
weigh and decide for itself. In 
this series of articles we can do no 
less than discuss this service in 
its fullest expression. There is one 
vital matter to be considered, 
however, before taking up the 
details and divisions of this foreign 
service to be rendered by banks. 
That is the determining of the 
end or purpose of this service. 

You say it is to do that which 
has already been stated; insure 
the economic sale of goods abroad. 
Right! But how are we to judge 
when we have arrived at that point 
where all such information is in 
hand? 

Suppose we state it after this 
manner: we will have all the knowl- 
edge necessary to successful export 
when we are as familiar with mar- 
kets abroad as we are with the 
home market. At once you say 
this can never be, and in the great 
majority of instances you are 
painfully correct. We must, never- 
theless, arrive as near this fine 
perfection as is possible. Our 
domestic salesmen are acknowl- 
edged the best in the world. How 
do they become such leaders? How 
does the manufacturer create such 
famed sales forces? And how can 
we build the same sales efficiency 
abroad? 

Perhaps you have already 
guessed the answers to the first 
two questions. Whether or not 
the average salesman is born to 
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the work; whether or not he dis- 
played any great childish talent 
in this direction; the fact remains 
that birth, education and earliest 
business contact, beginning with 
the day he first went to the grocery 
for bread or to the dry goods store 
for a spool of cotton, all tended to 
equip him with the great, primary 
essentials. 

These essentials are so familiar 
to all of us, are so much a part of 
us, we quite naturally depreciate 
them; yet are they not the very 
corner stones of all business de- 
velopment? Think for a moment 
of such matters as an understand- 
ing of the variations of our com- 
mercial language; of familiarity 
with our methods of making sales; 
of how we approach a prospect 
and retain a customer; of our 
ability to estimate the attitude of 
the consumer toward any product 
presented to him; and of our train- 
ing in analyzing the extent of the 
domestic market for every type 
of ware. What the salesman lacks 
after his unconscious training by 
environment he is taught by the 
experts of houses that have special- 
ized in the art of stimulating trade. 
Today any real sales department 
has defined methods of operation 
so inclusive and at the same time 
so direct that practically any one 
of ordinary intelligence can be 
made into at least a passable 
salesman. 

Therefore even our poor sales- 
men are more certainly acquainted 
with everything influencing domes- 
tic market conditions than could 
be the most seasoned analyst of a 
foreign market when he attempts 
to digest it by merely studying its 
tariffs, transportation and credit. 
Yet with all the inborn and highly 
cultivated experience of our domes- 
tic salesmen it is found necessary 
to keep them constantly coached, 
give them intensive courses in 
merchandising and feed them in- 
spirational matter related to their 
work. Colleges, general magazines 
and class publications devote much 
time and space to standardizing 
the efforts of these business 


getters; and to keep them in- 
formed of all news and advanced 
methods of the art of making sales. 

It is, then, not difficult to under- 
stand why our men excell in selling 
the home market. Andan apprecia- 
tion of the whys and wherefores of 
this supremacy is sufficient to make 
us realize that too great importance 
cannot be placed upon our need 
really to know both the 
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the pages of our export history 
are strewn with commercial wreck- 
age. It is to provide against the 
repetition of such failures that 
the bank must work. 

Before banks can well begin to 
fit themselves to meet this task 
they must acquire what may be 
termed the “world trade view- 
point,” or a firm conviction that 





life and the commerce of 





other lands. 

As to the means for our 
ever being able even to 
approximate this domes- 
tic ability in the foreign 
markets; this will rest 
largely with the American 
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bank. And this is the true place of 
the bank in export, for there is no 
other class of institution so capable 
of conducting foreign trade infor- 
mation bureaus. Only thelargest of 
our manufacturing corporations can 
afford to develop detailed informa- 
tion concerning foreign fields for 
their individual use; and many of 
these will be glad to verify and 
amplify their data when reliable 
records are available. 

The bank is in a position to 
serve many clients and because 
of this extended service it can 
make export operations so econo- 
mic that even thesmallest producer 
may take an active part in this 
world’s work. There has been so 
much of “gambler’s chance” in 
our foreign selling of former years 
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When the Walrus said the time 
had come to talk of many 
things, he probably referred to 
exports, since he included shoes 
and ships and sealing wax and 
cabtages—and kings. There is 
no visible demand in the king 
market just now, but America 
can make and ship almost any- 
thing else. Pictured above is a 
display of vehicles and wind- 
mills. Below, an attractive 
window—all American wares in 
a South American city 





the only economic way for the 
conducting of foreign selling is to 
follow the famous motto of the 
late Marshall Field: ‘Remember, 
the customer is always right.” In 
the work of export the customer 
must be considered always right, 
not only as to his appreciation and 
appraisement of the goods in ques- 
tion, but more especially as to his 
commercial methods. This is the 
broad, inclusive solution to the 
problem of building a foreign sales 
organization of a design that makes 
it possible to arrive at that same 
degree of efficiency held by the 
domestic forces. 

Having acquired this ‘world 
trade viewpoint,” or the apprecia- 
tion of the fact that the foreigner 
is entitled to do business along 
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lines generations of his ancestors 
have found suited to the needs 
and temperament of the people, 
the next step is to inspire the 
American manufacturer with the 
same feeling. When you have the 
manufacturer in this frame of mind 
the balance of the task, great as it 
is, is litthe more than a question 
of carefully holding to routine. 

In the articles to follow in this 
series will be elaborated a care- 
fully developed plan showing what 
the bank requires for the opera- 
tion of a Bureau of Foreign Com- 
merce Information. To prove the 
importance of each division of this 
subject, or each branch of the ser- 
vice, we need go no farther than 
cite the experiences of thousands 
of our soldiers in France. Our war 
policy may have “‘sold”’ the gov- 
erning element of France a great 
love and a great respect for the 


United States; but our boys are 
the ones who have captured the 
hearts of the great mass of the 
people of France. 

How did they do it, how did 
they so soon get on that intimate, 
friendly basis that carried them 
into the humblest of French homes 
as though they were sons returning 
from a long absence, into the homes 
of those who had never before 
known an American, never before 
heard our speech? The answer to 
this question is the answer to how 
to obtain success in export. Here 
it is. These boys believe France is 
right, have believed France has 
been right from the start. They 
went to camp to train to fight for 
France; they crossed the ocean 
with a great desire to put their 
strength at the service of France; 
and they just naturally walked 
right into the hearts of the French 


people because they went there 
prepared to accept every French 
trait and characteristic, every man- 
ner and method, as the one right 
thing for the time, the place and 
the people. 

These boys, by the way, are 
going to make wonderful foreign 
trade representatives; and because 
they have generated the sympa- 
thetic understanding that has made 
them so acceptable to France they 
havethe first,and the greatest,requi- 
site necessary to the economic 
operation of a representative in any 
country. They have the interna- 
tional vision. When the bank so 
absorbs this spirit that it can hand 
it on to its manufacturing clients, 
then there will be great and profit- 
able times ahead from all parties 
concerned. Without this spirit all 
the routine wisdom of the world 


can not bring the fullest success. 





























The Commerce Board and the Bank 


T IS one thing tacitly to accept the benefits of the 

Commercial Club, the Board of Commerce, the 
Chamber of Commerce (or whatever it is called in 
your town) and quite another thing to give it tangible 
support (if it deserves support) in black and white. 

The banks of Salt Lake City have chosen the latter 
course in a general letter addressed ‘‘To the Business 
Men of Salt Lake City” as follows: 

‘“‘We believe that a Commercial Club economically 
and efficiently conducted is essential to the welfare of 
every city. 

“We believe that the Commercial Club of Salt 
Lake City is and has been, for some time past, effi- 
ciently and economically handled and has been of 


great benefit to Salt Lake City, the state of Utah and 
the national government. 

‘“‘We believe that it should be the duty and privilege of 
every business and professional man transacting busi- 
ness in Salt Lake City to assume his fair proportion of 
the responsibility of the activities of this organization.” 

The letter was personally signed by the president, 
vice-president or cashier of the Deseret National Bank, 
Walker Brothers, McCornick & Company, Continental 
National Bank, Utah State Bank, National Bank of the 
Republic, Zion’s Savings Bank & Trust Company, Utah 
Savings & Trust Company, Merchants Bank, Farmers 
& Stockgrowers Bank, National City Bank, Salt Lake 
Security & Trust Company and Deseret Savings Bank. 
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THE BOYS COME HOME, - TO / 
THE BANK | 


Coming by the thousands—to filter into their old places 
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The Men You Sent Away, and the Kind the 
Army is Sending Back to Desk and Cage 


HE bankers sent their 
workers into the army. 
they are coming home. The call to 
“Fall Out” is being heard in camp 
andcantonment. Already the uni- 
forms are being seen in homes and 
firesides. The men are filtering 
into their old places. 

What kind of account can the 
army give of its stewardship? It 
has had some of the best of the 
young blood of the country. It has 
taken them for a year or more into 
a new life of toil and effort. What 
kind of men is it sending back? 


best 
Now 


The army took men from “silks 
and satins,” as it were, and put 
them in blankets and khaki. It 


took them from soups and salads 
and put them next tc “slum” and 
onions. And the soldier bankers 
lit on their feet. They adapted 
themselves to the new surroundings. 
Today any one of them carries his 


By LIEUT. ALLAN HERRICK 


44th Infantry, U.S. A. 


home in a roll on his back. He can 
adapt himself to new conditions 
and a new task in a jiffy. 

The fact that banking has great- 
ly changed while the soldier has 
been fighting puts him out of date 
in some respects. It is a more 
complex banking to which he re- 
turns. It has some new relation- 
ships to the government. The 
soldier banker will have to adapt 
himself to these changed condi- 
tions when he returns. And his 
experience in the army will be all 
in his favor in doing this. For 
what has he been doing since the 
day he entered the service, but 
adapt himself to new conditions? 
He knows how it can be done. He 
can do it. ‘It will not be long be- 
fore your men are familiar with the 
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new conditions. And when changes 
come thereafter it is the soldier 
banker who will accept them with 
the greatest ease. 

The regimental surgeon has just 
passed my door. “Doc,” I said, 
“how much healthier is a year-old 
soldier than a recruit?” 

“Oh,” he replied, thoughtfully, 
‘‘a seasoned soldier has about 
twice the health and strength of a 
recruit.” 

“Why?” I asked. He laughed 
and started for the door. The 
question was a foolish one to him. 
“You can't beat nature, you know 
—can't beat nature—fresh air, lots 
of exercise, wholesome food—rest, 
that is what does it.” In one 
sense my question was a foolish 
one. For everyone knows the 
effect of army life upon health. 
Some of the bankers are not going 
to recognize in the bronze-skinned, 
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tough-muscled men that come 
home the _ sallow-complexioned, 
round-shouldered youths that left 
a year or more ago. 

“Never again!’ I have heard 
hundreds of men say of the late- 
hour early-morning-headache life 
of pre-war days. The men who 
came to work in some of your 
counting houses with a dark-brown 
taste, before the war, are soon 
coming breezing in at an early hour 
ready to lick their weight in wild- 
cats. If that is the kind of men 
you like you are going to have atreat 
when your men come back to you 
from the army. 


Do you remember that most 


exasperating “kid you used to 


let run a statement machine? 
Every bank has a boy nuisance. 
He generally runs a statement 


machine; because he is usually so 
almighty clever. 
grow up, or settle down or do some- 


If he would only 


thing of the sort he would be a very 
valuable man. 

Well, the “kid” will be back, and 
you will never know him. He has 
learned the meaning of the word 
responsibility. He may have 
learned it by reason of some very 
hard knocks, but he has learned it. 
He may have been in charge of a 
squad of men. It was his squad. 
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The soldier banker has learned that he must be on 
the alert every moment he is on duty of any kind 


He was entirely responsible for 


them, for their obeying orders, for 
their health, for their shoes, 
for their everything. It 
was his own responsibility. 
No one else could take it. 

The boy nuisance knows 
now when to be serious. 
He knows that work and “ 
play are both necessary, 
but he knows also that 
they mix poorly. He is 
a better bank man for his 
army training. 

“Tl am thoroughly disgusted with 
life,” said a famous soldier song 
leader to me a few days ago. “I 
have started to teach community 
singing to the civilian population. 
I doubt if I shall ever do it success- 
fully. These soldiers have forever 
ruined me as a teacher of civilians. 
I say to the boys in uniform, ‘now 
we will hit the first word hard— 
take the second phrase lightly— 
strike the chorus softly —and they 
do it. 

‘Now | am trying to get the 
civilian audiences to do the same 
thing. They cannot do it, they 
simply can't. They try. But 
they do not know how. They are 
not used to obeying orders of any 
kind. They are not disciplined. 
They cannot do as I tell them even 
when they want to.” 

Army discipline makes a man 

a better soldier, a better fellow, 

a better anything. There are 

countries that have suffered from 

too much discipline. It is not 

America. At times our liberty 

has become license. Discipline 

will do us all good. 


These are not all my own ideas. 
It is the greatest historian of 
the world today who has said 
that balance is what makes a 
nation great. And some form 
of discipline has made young 
America a better man for his 
employer, be he banker or what 
not. It has given him balance. 

What banker has not been mor- 
tified time and again at a per- 
fectly obvious error or oversight 
that never should have occurred 
were the employee alert? Listen 
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COMMITTEE PUBLIC INFORMATION 
It is he—he of the sad countenance and frozen face that you 
always wished would be a little more cordial to the public 


to these words that every soldier 
must memorize as a guide to duty 
“|. ..to take charge of this post and 
all government property in view 
....to keep constantly on the alert, 
observing everything that takes 
place within sight or hearing. ... ..” 

Wide awake. The army will 
accept nothing less from the lowest 
in its ranks than mental alertness. 
The guard who lets a prisoner es- 
cape, himself must serve the balance 
of the sentence. The men who are 
coming back to you have been 
taught the art of observation. You 
can ‘‘soldier” in the old fashioned 
way easily enough in the army. 
But you cannot go to sleep ‘“‘on 
duty. The soldier banker has 
learned to distinguish between 
being on and off duty. And he 
knows he must be on the alert every 
moment he is on duty of any kind. 

Will that make him a better man 
to stand behind the wickets of your 
bank? I think so. 

“Sergeant.” 

“Yes, sir.” 

“Report the range detail to the 
range officer at 5 oclock. Blue 
denims. They will be gone all day.” 

“Yes, sir.” 

Please note that in transacting 
this small matter of military rou- 
tine, the sergeant did not inquire 
“Shall I order rations, sir?’ Nor 
did he report “Sir, Private Smith 
has no denims.” He said “Yes, 
sir!’ And he said it in such a way 
that you may go home and sleep 
the sleep of the just with perfect 
confidence that before sun-up the 
following morning the range detail 
will be properly reported. 
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Every man will have rations. 
Every man will be in blue denim 
fatigueclothes. Ifonemanhasnone 
he will borrow some. If some man 
couldn't get up in time, he wishes 
that he had. The sergeant asked 
no questions. He had his orders. 

Every man in the army from the 
generals down knows the meaning 
of the word orders. And they will 
carry that knowledge back into 
civil life, to the joy and pleasure of 
some of you who will employ them. 
For over a year the men you sent 
to fight have been receiving special 
training in carrying “Messages to 
Garcia. Good intentions are al- 
ways helpful, are they not, but it 
takes practice really to accomplish 
anything. Soldier bankers can 
carry “Messages to Garcia’ for 
you; because they have been doing 
it right along for their Uncle and 
they know how it is done. 

As I look out my window just 
now, I can see a former bank em- 
ployee at play. He is interpreting 
his youthful spirits through the 
medium of a very interesting game 
known to the elect as “Hot Hand.” 
His face is wreathed in smiles. His 
cheeks stick out with the rosy tint 
of army bacon. Just now he is 
engaged in urging an associate to 
“soak him!”’ 

Yes, it is he—he of the sad coun- 
tenance and frozen face that you 
always wished would be just a little 
more cordial to the public; he that 
met each customer with a stony 
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Army discipline makes a man a better soldier, a better fellow, a bettcr anything 


eye and a face of flint. The same. 
Now he is playing a childish and 
undignified game in high glee and 
his face has lost every vestige of a 
frown. He has met some real 
fellows in the army. He couldn't 



























Meeting the Expense of 
| the War 


OTAL receipts of the United States 
| government for the fiscal year endei 
HI June 30, 1917, were $3,552,342,594.63. 
| Total expenditures were $2,704,223,228.99 
| of which an estimated $1,026,678,446.74 
I } was for war purposes. 
| Total receipts for the fiscal year ended 
| June 30, 1918, were $21,155,314,365.60. 
\}| Total expenditures were $20,902,950,362.53 
of which $13,222,749,734.14 was for war. 
Loans to foreign governments from April 
24, 1917 to November 15, 1918, were as 











| follows: | 
|] Belgium $ 192,520,000 
| {H Cuba - 15,000,000 | 
| France ates 2,445,000,000 | 
i Great Britain - 3,945,000,000 | 
H | Greece . . 15,790,000 } 
i Italy . 1,210,000,000 | 

| Liberia ° 5,000,000 I 
| Roumania 6,666,666 | 
| Russia 325,000,000 

] Serbia 12,000,000 


Total $8,171,976,666 







keep his dignity long. To my 
personal knowledge he has played 
such games as “Three Deep” and 
“Leap Frog” eight hours per week 
for three months. 

He will bring some of the army 
fun back into the bank. He will 
be easier to get along with. A lot 
of the corners will be off. Some of 
the old timers better get busy. He 
will be on their trail in a hurry. 
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Taking it all in all I think some 
who will shortly employ some of 
these soldier bankers will be rabid 
on the subject of military training. 
You will wish you could give all 
your employees a yearly vacation 
that would improve them as 
much. You may find that your 
bank never made a better invest- 
ment than when it sent men away 
to school in the army. 

The men who went to fight will 
make good in business in a larger 
way than ever was possible before. 
Give them a little time. Remem- 
ber that they have been a long time 
away from home, and that quaran- 
tines mean more to them than to 
you. There are a hundred young 
men within my call at this moment 
who have not seen a girl or a 
woman in seven weeks. They will 
soon be out of the army and some 
of them back to work for the bank- 
ers. Give them a little time for 
their loves and their friendships. 

They will be pushing on the reins 
of business soon enough. And 
mark my vain words as | say in a 
very boastful manner that the 
army has made men of them and 
the bankers can be thankful for it. 

The soldier bankers will ‘Fall 
Out” a more efficient, resourceful, 
self-reliant body than they have 
ever been before. 











About That Paper =Is It Safe? 


OULD you 

consider John 
Doe & Co.'s paper a 
safe investment and, 
furthermore, would 
you purchase it for 
your own account? 

Every mail brings 
that question, with 
but slight variation, 
to the big city banks 
from their country 
correspondents. The 
large financial insti- 
tutions of the city, 
of course, have their 
regular credit de- 
partments whose 
heads are experts— 
or are supposed to 
be experts—in the 
analysis of financial 
statements, devoting their entire 
time to that work. 

The country banks, on the other 
hand, have no such facilities as a 
rule, and the usual procedure is to 
write the city correspondent with 
reference to the statements of the 
different firms that have paper on 
the market. Then they buy—or 
reject—the paper on the strength 
of the city bank’s judgment. 

The country banker is a good 
fellow and does a great deal toward 
solidifying the nation’s resources, 
but too frequently he is very lax in 
solving credit problems. There- 
fore, | believe, he will appreciate 
a simple outline of the funda- 
mentals of the analysis of financial 
statements, the application of 
which will guide him in judging the 
grist of ‘paper’ that comes to his 
mill. If such is the case, the 
purpose of this article shall have 
been fulfilled. 

The statement of assets and 
liabilities is nothing more or less 
than a trial balance of the books of 
any company, but this trial balance 
must be reduced to its simplest 
form in order for the analyzer to 
contrast the items properly. 








Some Fundamentals in the Analysis of 
Financial Statements Worthy of Study 


company owes and 
how much they have 
to pay with—simply 
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By MERLE L. BASHORE 


Syracuse Trust Company, Syracuse, N.Y. 


The following statement is drawn 
up in proper form:— 


ASSETS 
Real Estate $35,000 
Buildings $50,000 
Machinery $40,000 
— $125,000 
Accounts Rec. $70,000 
Stock on hand $45,000 
Cash $20,000 
——$135,000 
$260,000 
LIABILITIES 
Capital $100,000 
Surplus $ 70,000 


Mortgage (1925) $ 40,000 
Accts. Payable  $ 35,000 
Bills Payable $ 15,000 


$260,000 

By this form of statement, you 
can readily judge that the mortgage 
runs until 1925 and that there is 
$125,000 worth of fixed assets to 
pay the mortgage, providing the 
$125,000 represents a fair valuation 
of the fixed assets. You can also 
readily figure how much the 
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add the accounts 
payable and bills 
payable, which 
amounts to $50,000 
and add the ac- 
counts receivable— 
stock in hand and 
cash, which totals 
$135,000 and the re- 
sult is that your 
quick assets are more 
than two and one- 
half times your quick 
liabilities, which is a 
safe margin. 

It is very essential 
to ascertain whether 
or not the capital 
represents real 
money. Many corporations 
include water stock in their 
capital account and mark up their 
machinery and real estate account 
on the asset side of the statement, 
or better yet, add a certain amount 
for “good will” or patents. If 
actual money has been paid for 
patents or good will, then they 
have a place in the statement, but 
if not, they should not appear. 

The surplus account is one of 
great importance, and should be 
looked for in every statement. If 
it is not there, you should ascertain 
the reason why. This account 
represents the money the firm has 
made and which has been left in 
the company and serves as a pro- 
tector of the capital account. 

Furthermore it is very important 
to ascertain whether the surplus 
account is really a surplus account 
or a depreciation charge. A large 
percentage of this account may 
represent depreciation for buildings, 
machinery and buildings, or it may 
be a sinking fund for the retirement 
of bonds. It is one of the tasks of 
the analyzer to determine whether 
this account is all surplus really 
set aside as profits earned but not 








(Continued on page 28) 
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Idle Cotton Millions Go To Work 


How a Charleston Bank is Helping to 
Employ the South’s Huge Cash Surplus 


ARLY in 1017 we 
received from a cor- 
respondent bank a letter 
that gave us an idea. 
Prefacing with the ex- 
planation that deposits 
showed an increase of 50 
per cent over the cor- 
responding period the 
previous year, the total 
being between $600,000 
and $700,000, the corre- 
spondent inquired 
whether the Bank of 
Charleston could supply 
any gilt-edged commer- 
cial paper maturing in 
30, 60 or go days at 6 
per cent for the employ- 
ment of its idle funds. 
This letter was typical 
of many that were to 
follow in the next few 
months—the individual 
S. O. S. for relief from 
a peculiar situation fac- 
ing the bankers of the 
south. The average 
value of our cotton crop, 
lint and seed, had been 
$90,000,000. The aver- 
age debt against the crop before 
gathering had been $75,000,000, 
leaving an average surplus of 
$15,000,000. In 1917, with a fair 
crop prospect and prices much 
higher than usual for both cotton 
and seed, the value of our cotton 
harvest for that year was estimated 
at $165,000,000, which would leave 
a surplus of $90,000,o0oo—far more 
than our banks had ever before 
been called upon to handle — as 
the debt against the crop was 
no larger than the average 
of $75,000,000. 

As Bright Williamson put it 
before the South Carolina Bankers’ 
Association in June: “This will 
give all our people more money 





By E. H. PRINGLE, Jr. 
Vice-president, Bank of Charleston, 
N. B. A. 

Charleston, 8. C. 


at one time than we have ever 
seen before, and we ought to be 
thinking and making plans as to 
what we are going to do. | 
earnestly recommend that for 
our customers the best invest- 
ment they can make is to purchase 
their own obligations, that is, pay 
their debts.” 

Anticipating the cotton surplus 
flood— which, by the way, rose 10 

11 


percent above the height 
predicted, owing to ap- 
preciation in the price 
for both lint and seed— 
we undertook to enter 
the bond business for the 
purpose of supplying the 
investment needs we 
knew would be forced 
upon our correspondents 
and other banks 
throughout the state. 

To these banks we 
outlined our plan in a 
general letter, first re- 
viewing conditions that 
lead us to believe a 
surplus of $90,000,000 
was inevitable. 

Then came a detailed 
explanation of the pur- 
poses of the new depart- 
ment: “If this comes to 
pass (the huge surplus 
predicted), all the banks 
in our state will have 
more money than they 
can profitably use at 
home and it will be 
necessary to find outlets 
for it. Cotton being so 
much higher, the load of carrying it 
at the ports where the larger part 
of the load is, in spite of assistance 
of the interior concentration points, 
will be very great, and it is urged 
that the banks in the state ought to 
keep some money in the banks in 
Charleston during the months of 
October, November, December 
and January at least, in order to 
facilitate carrying cotton for the 
exporters by the Charleston banks. 
If the banks throughout the state 
will do this, it will be of the great- 
est assistance in maintaining prices 
for cotton because it will help in 
keeping all the exporters constantly 
in the market for the purchase of 
cotton and it will not be necessary 
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for one or more 
of them to drop 
out of the mar- 
ket by reason of 
having used up 
all the money 
that their banks 
can spare them. 


For export during the war—the British Consul at Charleston 
examining bales with the X-ray 


“The amounts required will be 
so large that they can only be 
obtained by deposits and not by 
borrowing on the part of the 
Charleston banks, and when cot- 
ton reaches a level of 25 cents and 
upward, it not only takes a great 
deal of money to finance it, but the 
price is less stable at this level than 
at a lower level, so that the net 
amount received by the farmer 
will be influenced a great deal by 


the extent to which the banks of 


theinterior comply withthis request. 

“All of us bankers like to put 
out as much of our money at a 
good profit as possible and there 
is not much direct nourishment 
in deposits in other banks. To 
meet this situation we have en- 
gaged in the business of dealing 
in high class investment securities, 
and we earnestly invite our friends 
to communicate with us in regard 
to their problems. 

“We have recently purchased 
a few gilt-edged railroad notes 
maturing July 10, 1918, which 
we expect to sell during October 
and November at par and 
accrued interest. They bear 6 
per cent interest. We anticipate 


» | that a good many 
one-year notes will 
be brought out in 
the next four or five 
months and we are 
going to try to do 
an active business 
in these. 

“We also have 
on file a list of a 
number of seasoned 
notes maturing 
between April 1, 
1918, and July 1, 
1918, which we will 
be glad to recom- 
mend to any in- 
terested, either 
supplying the notes 
ourselves or letting 
the inquiring bank 
purchase direct 
through its New 
York correspond- 
ent. 

“When we went 
into this business we found that our 
directors were ‘disposed to hesitate 
at making investments far away 
from home, and therefore we sug- 
gest that eachbank inthe state have 
this matter up for discussion with 
its board of directors, so that if 
the flood of money should come, 
you may .be prepared to protect 
your own profits and _ profits 
generally in the state and will not 
be in a position where you will feel 
forced to lend at rates which you 
cannot maintain without sacrific- 
ing all hope of making any money. 

“It is to the outside world, the 
north and Europe, that we sell 
our cotton. It is in the outside 
world that we must invest the 
proceeds temporarily until busi- 
ness at home develops to a scale 
where all the money can be used 
profitably in or near our own 
community.’ 

The object of our service was to 
enable our banks to put their 
cotton money into short time bonds 
which would mature before the 
demand for the funds placed on 
deposit in the autumn is made the 
following spring. Otherwise the 
banks would carry their deposits 


12 











at a loss—and the loss would be 
serious—because there was already 
a real shortage of good commercial 
paper, although the tobacco crop 
of the Carolinas was scarcely one- 
third paid for at the time and the 
need for commercial paper by the 
banks in our section was only be- 
ginning. Commercial paper, except 
customers paper, threatened to 
become almost an unknown quan- 
tity in South Carolina if all the 
banks insisted on this form of 
investment. 

The moral, as we saw it, was to 
leave the commercial paper market 
to those who would have nothing 
else and to educate the banks to 
investments not universally sought 
yet influenced in yield by the tight 
money markets prevailing in the 
financial centers. 

Emphasized, too, was the fact 
that the vast domain of the agri- 
cultural west was enjoying pros- 
perity in common with the south 
and the tendency of the banks in 
both the west and the south would 
be toward investment in commer- 
cial paper for their surplus funds, 
a possible consequence being reduc- 
tion of rates to ruinous levels. We 
had, then, only to convince our 
banks that short-time bonds well 
selected could be purchased 
without undue risks and that those 
banks first taking up such short 
time investments would find an 
active market when the time 
came to dispose of them in the 
spring or summer. 

As a matter of fact, just about 
the time our $90,0c0,000 surplus 
was beginning to seek investment 
with some urgency, the Second 
Liberty Loan commenced and the 
subscriptions of the banks’ custom- 
ers and of the banks themselves 
went to a very large extent into 
this channel and so were, in part, 
diverted from commercial paper 
and from short-time corporation 
notes and maturing bonds. 

There was some hesitancy on the 
part of the banks in accepting the 
plan, but on the whole results were 
satisfactory and distinctly profit- 
able. Through the Bank of 
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Charleston, fifty-twoother financial 
institutions purchased paper and 
short-time corporation notes to the 
amount of $1,852,000 between 
September, 1917, and July, 1918. 

Although conditions are not the 
same, we are working along exactly 
the same lines this year. Com- 
mercial paper is plentiful. The 
paper of packers, tobacco manu- 
facturers and cotton mills (all of 
whose raw materials have gone up 
enormously, requiring much larger 
borrowing to take care of the same 
number of units of raw material) is 
being freely offered, indeed in ex- 
cess of the demand. The crop for 
this year promises to exceed last 
year's, but in addition to the keen 
competition of sellers of paper to 
locate banks with money, the 
Fourth Liberty Loan has come in 
the harvest season and carried 
away a large part of the un- 
invested funds at the moment 
in the banks. 

Our estimate is that the debt 
against this year s cotton crop was 
probably $95,000,000 and the value 
of the crop $200,000,000, leaving 
about the same surplus as last year. 
In addition the state received 
over $10,000,000 more from the 
tobaccocrop this year than last year. 

Since July, 1918, to date (No- 
vember 27) forty-one banks have 
“joined on” with us, purchasing 
$1,169,000 worth of paper and 
notes, almost all of the sales having 
been made since September 1. 

We consider this showing an 
encouraging endorsement of our 
bond plan, now in its second year 
of operation, in view of the changed 
conditions in regard to commercial 
paper—a plentiful supply for any- 
one desiring to buy. It is also 
believed, for other reasons than 
those of a year ago, that short- 
time investments will be readily 
salable next spring and summer. 
There is anticipated a keen invest- 
ment demand next spring for 
desirable securities—not merely 
what was anticipated last year— 
from a single set of investors 
comprising the banks in the middle 
west and other agricultural sections. 


Because of the tremendous 
demands for credit by the govern- 
ment and by industries, due to the 
calls upon industry by the govern- 
ment, there has been for a number 
of months a plentiful supply of 
commercial paper, as of every 
kind of credit instrument. 

This year we have sent one of our 
officers into the interior to offer our 
investments to country bankers 
instead of relying on circulariza- 
tion, supplemented to a limited 
extent by telegrams and telephone 
calls. This has been decidedly 
helpful because investment secu- 
rities are more readily sold by per- 
sonal interview than otherwise. 

In our case it is believed to be 
particularly helpful because we 
now have allied with our bank a 
business corporation—the Charles- 
ton Security Company—organized 
under the laws of South Carolina, 
which, for a consideration, 
guarantees payment of short- 
time investments and commercial 
paper, and this point can be de- 
veloped much more satisfactorily 
in a personal interview than by 
correspondence. 

This corporation is owned by the 
shareholders in the bank, ratably 
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Sumter — perhaps the largest inland market in 
South Carolina for cotton hauled into town by 
farmers in the surrounding country 
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in proportion to their shares in 
the bank, so that they participate 
in its profits in exactly the same 
proportion as they do in the 
profits of the bank. 

With the endorsement of a local 
concern whose management is 
known personally, a distant in- 
vestment looks less formidable to a 
banker who has always lent within 
his county. 

Once our banks and individuals 
are started to buying bonds and 
short term notes, we hope that 
because our chief crop, cotton, has 
been largely sold abroad, it will be 
possible if we continue to prosper 
in the south, to sell here a goodly 
portion of the foreign municipal 
and industrial securities which this 
country must take in the near 
future, if we are to do our duty to 
our associates in the war, and to 
participate with profit in their 
reconstruction and restoration. 

As strongly and emphatically as 
we can, we propose to urge upon 
our banks and people the advisa- 
bility of this course, and we hope 
the great international banking 
houses will take every necessary 
measure to bring home to our 
southern banks the desirability of 


(Continued on page 29) 











Wherein Pigs Are Profits-Plus 


EASURING the 

growthof abank’s 
business by the growth 
of pigs has, in a way, been the 
experience of the Commercial 
Savings Bank & Trust Company, 
of Toledo, O. 

Sounds strange, doesn't it, to 
mix banks, pigs and results all up 
that way? But it has been done, 
that is, the pigs have mixed with 
the bank, the bankers have mixed 
with the pigs and all of the mix- 
tures put together have had a de- 
cided bearing upon the future 
business of that particular bank. 

It was this way: A pig club, not 
the sort that so many banks adopt, 
but one of the more progressive, 
result-giving sort, was attempted 
by the Toledo institution merely 
as another of the up-to-the-minute 
movements that this bank con- 
stantly indulges in. Experience in 
the past had taught officials of 
this bank that the future business 
they would do must come from the 
boys and girls of the present gener- 
ation and these bankers analyzed 
the field and prospective results 
carefully and finally decided to 
organize such a club in connection 
with their branch in East Toledo. 

Circular letters were sent out to 
all school teachers in the neighbor- 
hood. This letter announced that 
the bankers sought to teach pig- 
raising to boys of the neighborhood 
in order that the boys could learn 
the fundamentals of business and 
the principles of farming at the 
same time. In addition to that 
the bankers appeared in person 
before the various classes in the 
schools they had selected and an- 
nounced the scheme in detail. The 
bank agreed to purchase a number 
of pigs from eight to twelve months’ 
old and weighing from forty to 
fifty pounds each for approximately 
$10. The boys who joined the 
club were to pay $2 down for each 
pig and to give their personal notes 





for the remaining $8, the same to be 
paid during the following six months. 

The plan looked good to the 
banker from a standpoint of future 


business. The plan looked good 
to the boys from a money-making 
and business experience standpoint. 

Possibly it is needless to say that 
the membership of the club was 
finally limited only by the number 
of pigs that could be purchased. 
And what is more, the club was a 
complete success from the outset. 
Experts on pig-raising connected 
with the Ohio State University 
took active interest in the club 
from the first. They furnished 
pamphlets to the boys from time to 
time, telling the coming business 
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A Toledo Bank Tries a Club Idea and 
Pronounces It Good for All Concerned 


men how to make 
the greatest possible 
success and the greatest 
return out of their investment. 
They also gave personal attention 
to the efforts of each club member. 

The life of the club was estab- 
lished as six months. At the end 
of that time (a few weeks ago) 
individual records that had been 
kept on the progress each pig made 
and which showed initial weight, 
final weight, gain, number of days in 
the boy's hands, average daily gain 
in weight, total cost of gains and 
cost per pound of gain were reviewed 
by the university experts and liberal 
prizes were awarded to the five 
leaders in the class of 127 boys. 

Results of the first attempt at a 
pig club by this bank were intensely 
gratifying. The boys, in addition 
to learning the art of pig-raising, 
earned on an average of $46 per 
pig above their investment during 
the six months period. What is 
more, the boys were taught that 
what they had always believed to 
be true, that pigs are just pigs and 
live in mud holes, is not the case. 
So thoroughly did this become 
instilled into their minds that they 
have determined to raise nothing 
but pure bred pigs next year in 
order that they may profit further 
by the generosity of their banker- 
friends and learn all there is to be 
learned about pig-raising. 

As for the bank and banker— 
both have made scores of friends 
that will stand them in good stead 
in the future, and who can deny 
that these rising merchants will do 
all of their banking business with 
the bank that gave them their 
first taste of business and money- 
making. Events such as this pig 
club have taken the Com- 
mercial Savings Bank & Trust 
Company from twelfth to second 
place in total deposits among To- 
ledo banks during the eighteen 
years that it has been in business. 
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More Than Safe-keeping for Bonds 





Christmas week in the St. Joseph Valley Bank 
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Two Successful Plans for the Handling 


of Customers’ Government Securities 


IVEN four or five Liberty Loan 

issues, a couple of annual War 
Savings campaigns and millions of 
subscribers to and purchasers of 
some $25,000,000,000 worth of 
these government securities, and 
we have inevitably millions of 
Liberty bonds of all denominations 
and more millions of Thrift and 
War Savings stamps in the hands 
of these same subscribers and pur- 
chasers. 

What are they—the subscribers 
and purchasers—doing with them? 
Taking them to the banks, largely. 

And what are they—the banks— 
doing with them? Handling and 
storing them to the best of their 
ability. It is a job thrust upon 
the bankers by the world war and 
one that they must of necessity 
continue to shoulder for several 
years to come. 

The perfect system for doing the 
job is, perhaps, not yet evolved, 
but described here are the plans 


of two banks that are operating 
very successfully. 

One is the plan of the St. Joseph 
Valley Bank, of Elkhart, Ind., which 
accepts Liberty bonds as deposits. 

‘Many banks were already ac- 
cepting the bonds for safe keeping, 
either without limit or up to cer- 
tain amounts,’ says H. B. Grimm, 
director of the department of new 
business. “Some issued elaborate 
receipts. A few worked it on a 
trust security basis. Some did it 
willingly, others because they had to. 

“As the primary purpose of 
this department is to develop new 
business and increase the value, 
effectiveness and efficiency of our 
service, we evolved the plan here 
outlined, which has succeeded be- 
yond our fondest hopes. It is a 
visionary plan, yet its success 
proves it practical. It is a helpful 
plan, which assures its value. Be- 
cause it is radical and novel, it 
attracts attention. 
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“To more than 5,000 people in 
this community who had purchased 
Liberty bonds from us in the four 
loans, we sent an attractive mail- 
ing card announcing the new plan. 
Liberal space and live copy were 
used on alternate days in both of 
our local papers. Attractive, hand- 
lettered display cards, changed 
frequently, were placed in con- 
spicuous places in our lobby. Over 
each of the ten cage windows and 
upon each officer's desk were dis- 
played copies of the opening adver- 
tisement, about 8 x 10 inches in 
size. The working force was thor- 
oughly posted upon the operation 
of the plan and was ‘sold’ on the 
idea at one of the regular Thursday 
morning ‘get together’ meetings. 

“As the officers handed out 
the Fourth Liberty Loan bonds 
when final payment had been 
made, they diplomatically sug- 
gested the adoption of the new 
plan by the customer, whether or 
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not he or she possessed a safe 
deposit box—outlining the many 
advantages and conveniences 
afforded. 

“About two years from now 
when the government issues the 
final full coupon bonds to replace 
the temporary bonds 


the amounts represented by the 
clipped coupons are credited on 
the pass book and on the regular 
ledger which carries strictly cash 
deposits only. The bonds in the 
special envelopes and the secondary 
ledger cards showing bond deposits 
only must of necessity 





now in the hands of 
the people, the banks 
that adopt this plan 
will have another 
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tally to a cent at all times. 
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As Mr. Grimm points out, the 
advantages of the plan to the 
customer are obvious—unques- 
tioned safety for his bonds without 
cost; a convenient form of com- 
bined receipt and record (the pass 
book) and the automatic crediting 
of interest when the “coupons are 
due, obviating the necessity not 
only of keeping the maturity dates 
in mind but also of making trips 


great opportunity to 
obtain a great vol- 
ume of this bond 
deposit business, as 
they will come into 
personal contact 
with thousands of 
bond owners who 
for various reasons 
willnothave adopted 
a safe and conven- 
ient plan. 

“Under our plan, 
the amount of the 
bonds deposited is 
entered direct in the 
customer's regular 
Savings account pass 


book and added to 
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Keeping the Bonds 














Bring Your Liberty 
Bonds To This Bank 
and Deposit Them 
in a Savings Account 


The amount of your bends wil be entered 
right your pase book Mf you have we account 
with as now, we will gladly open ome for you 

As the cteret compems come dee, oe ol 
rede (he amount te vow account 

We store you bends © cw tre and bargior 
ree! vent 




















Savings Certificates 
Also Included in Our 
Popular Deposit Plan 
(At the request of many people whe beve inher 
advantage of om NEW PLAN of RECEIVING 


LIBERTY BONDS FOR DEPOSIT te evra of 
Sevag: Accounts we have arranged +. 


You CAN NOW DEPOSIT 
WAR SAVINGS CERTIFICATES 
i MULTIPLES OF S100 


crediting the emonnt 2 your Sevmgs Account 


Pes Book and the Cortihcates = al 
— — | St. Joseph Valley Bank ne one oon 
——— l Member Federsl Reserve System 
LIBERTY BOND St. Joseph Valley Bank 
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Or The st JonphyValicy Bank No 745/02 | peed 
—_ rou = d caumann ARS Pamiery ELAHART cr po ons 
UBERTY SOND Dee. 20 200. = - 











to.the bank to clip 
and cash coupons 
when due. 

To the govern- 
ment there is also a 
psychological ad- 
vantage in that the 
entering of bonds 
like cash in the pass 
book has a tendency 
to increase the cus- 
tomer’s faith in 
government secu- 
rities and therefore 
to lessen the temp- 
tation: to sell those 
securities. 

Aside from the 
satisfaction of ren- 
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the previous balance 
just as though it 
were a cash deposit. 
A large rubber stamp 
alongside this entry 
reading ‘Liberty 
Bond’ is an instant 
signal to all tellers as 
to the nature of a 
certain portion of the 
total balance shown on that 
pass book. 

‘The bonds are filed in a special 
envelope which gives the name 
and address, date, account num- 
ber, serial number of the bonds, 
amount of bonds and dates the 
interest coupons mature. 

“Instead of making this bond 
deposit entry on our regular ledger 
card for that account, we make out 
a new and secondary ledger card 
to show the bond deposits only. 
This prevents confusion in figuring 
interest on the regular cash deposits 
shown on the regular ledger card. 

“When interest coupons are due, 


00 200,00 eet a | 
$0.00 280.00 oore vos - | 
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Part or all of the bonds can be 
withdrawn at any time, reverse 
entries being made just the same 
as upon cash withdrawals. 

“New accounts are opened with- 
out requiring a cash deposit for those 
who wish to adopt this plan but 
have no savings account with us.” 

War Savings certificates are 
handled in multiples of $50 in 
exactly the same manner as the 
bonds and as these will be due in 
1923, the bank will soon “‘cash in” 
on them. Of course, no cash is 
allowed to be drawn against a 
Liberty Bond or War Savings 
certificate deposit. 
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Showing the secondary 
ledger cardreserved 
for Liberty bond and 
War Savings certifi- 
cate entries, the sav- 
ings account pass book 
where these items are 
also entered like cash 
and some of the splen 
did advertising that 
announced the plan 


dering a new and 
valuable phase of 
service to its present 
customers, the bank 
benefits from a sub- 
stantial gain in its 
deposit and bond 
account totals which 
will remain for a 
long period. New 
accounts have been obtained from 
hundreds of people who formerly 
did no business with the institution. 
Additional increases in deposits as 
coupons are. cashed and credited 
to the accounts—these periods 
being eight out of the twelve 
months—amounts at present to 
approximately $1,000 a week in 
the St. Joseph Valley Bank alone. 

But the future holds the greatest 
benefit in store. When the bonds 
are redeemed by the government 
or go over par and are sold on the 
market through the bank, the 
bank in a great measure will have 
control of the money involved. 
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The amount of the bonds being 
already to the customer's credit, the 
chances are ten to one that he will 
leave all or a large portion of the 
money on deposit. 

The Commercial National Bank, 
of Sherman, Tex., has devised 
another splendid system for use 
in connection with Liberty bonds 
deposited. Explaining it, W. R. 
Brents, president, said: 

“We open an account in the 
general ledger known 


transaction countersigns. We post 
from the receipt to the card the 
same as we do from the original 
ticket to the card. We bring down 
the new balances when the ac- 
counts have changed, this being 
done in the same manner that sav- 
ings accounts are ordinarily 
handled. We make a proof when 
desired by making an adding ma- 
chine list of the bond balances 
shown on the card and this total 
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denomination as may be desired. 

“We further explain that we 
will collect the interest and detach 
the coupons as they mature, and 
that when the interest has been 
collected the account in the bond 
department will be given proper 
credit. We estimate that very few 
depositors will disturb the interest, 
and you will appreciate the fact 
that in ten or twenty years this 
account will amount to a consider- 
able sum, depending, 





as ‘Bonds Deposited 
With Us.’ Thebonds 
received are credited 
to this account and 
charged to another |: 
account in the gen- . ) 





eral ledger known as 
‘United States 


Bonds.’ Theinterest 4 
received when the LY ee FOR & 2ayiog n™ cateend 4.24 


coupons are de- 
tached is credited to 
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of course, upon the 
amount of bonds de- 
posited with us. We 





have been using this 
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an account in the Tame NET PG 
individual ledger ae 

known as ‘Deposi- [nov 1g 151 

tors Bond Interest = [= {190 oof TTT 
Account, and the Wow 

amount issubdivided 

and credited to the mniin 1111 a a 
various depositors 


on the card repro- 

duced here. We do not make a 
record of the numbers and we do not 
agree to return to our customers the 
same identical bond. We do, how- 
ever, agree to return upon demand 
bonds of the same issue and of 
such denomination as may be 
desired by the customer. The 
original ticket is retained by us 
and from this we post to the cards. 
The duplicate is given to the cus- 
tomer and inasmuch as it is not 
negotiable we do not require its 
return any more than we would 
require the return of an ordinary 
duplicate deposit ticket. 

“When a depositor has occasion 
to withdraw all or any portion of 
his bonds we take his receipt, us- 
ing the form shown. and if we 
have collected for him interest we 
also include the amount so col- 
lected. The depositor signs the 
receipt and the clerk handling the 


must agree with the bonds deposited 
account in the general ledger. 

“We obtain a proof of the in- 
terest account in the same manner, 
namely: by making an adding 
machine total of the interest bal- 
ances and this total must agree with 
the total to the credit of the ‘Cus- 
tomers Bond Interest Account 
shown in the individual ledger. 

“We explain to our customers 
that we have two departments, 
one being our regular banking 
department where money and 
checks are deposited and the other 
our bond department where the 
deposit of bonds can be made. 

“We also explain that the cus- 
tomers will have the bank's receipt 
the same as they have for money, 
and that we absolutely guarantee 
to return upon demand all or any 
part of the bonds of the same issue 
as deposited with us and of such 
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At the right is the deposit slip for 
ae Pid =~ bonds. Above at the left is a pay- 
20. ment of interest and a receipt for 
withdrawal of bonds. 
, items (deposits, the withdrawal and 
—t_______} the interest payment) are entered on 

: ————— the individual ledger card shown below 


system about three 
weeks and the total 
bond deposits 
amount to probably 
as much as $200,000, 
and we estimate that 
in six months’ time 
the total will be as 
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SSS much as $500,000. 


“We send the bonds 
to the Federal Reserve 
Bank for safe keeping 
and in some cases we 
use them as collateral 
or security for warloan 
deposits. They could 
also be used as secu- 
rity for loans. We keep on hand a 
sufficient supply reasonably to take 
care of the requirements of our 
customers. The Federal Reserve 
Bank upon written request will 
clip the coupons and credit the 
bank's reserve account with the 
amount of the interest. 

“Generally speaking the 
arrangement is intended for small 
depositors, but several of our 
stockholders and others holding 
substantial amounts have found the 
arrangement so simple that they 
have deposited their bonds with 
us and really prefer to place in 
their safety deposit boxes our 
receipts instead of the actual bonds. 

“In addition to coupon bonds 
we also receive from our customers 
registered bonds. We make the 
same entry on our books and such 
bonds are included in our totals but 
we do not require endorsement of 


All of these 


(Continued on page 26) 











Your Future Is Your Strength 


The First of Four Inspiring Messages 
Addressed to the A. I. B. Membership 


N the rugged battle of life there 
is no exposure or weakness for 
which we cannot find inspiration in 
the provident saying that: “ The clock strikes twelve 
but once in the circle of twenty-four hours, and in 
the life of nations as in the life of man there comes a 
tide which taken at the flood leads on to great pros- 
perity and which omitted leads to mediocrity.” 

The laws of the world are herein expressed to us, 
and much wisdom may be drawn from the sentiment 
which these words instill— more value than any 
thought they may contain. 

When looking at ourselves in the line of reason, we 
are strongly imbued with the feeling that our spare 
time must be improved —a better training given for 
handling bigger work. New methods as well as new 
leaders are to be chosen. Timely preparation, 
therefore, with well directed studies of the funda- 
mentals in business is an 
absolute necessity and 
stands for success. 

We grow by service, and 
no medium offers greater ad- 
vantages for this growth than 
the chapters of the American 
Institute of Banking. The 
right for the Institute to serve 
—do something which may be 
understood and appreciated— 
is the significant fact of its 
present size and importance. 
The institute fully appreciates 
' the clear distinction between 
an attempt to teach its 
members 
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how to do 
business as 
compared to 
the impor- 
“ tance of 
we thorough 





























By JOHN CLAUSEN 


Vice-president The Chemical National Bank of 
New York 
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instruction in those things which 
they can and should learn as valu- 
able aids to a successful career. 

‘Every man,” says a great philosopher, “has two 
educations—that which is given to him, and the other, 
that which he gives himself. Of the two kinds, the 
latter is by far the most valuable.’ It is not sufficient 
to recognize the science of education to business, but 
effectively to carry out the application thereof. This 
is obviously of the greatest importance, and will be 
thoughtfully considered in our problem of education 
to increase capacity with opportunity and ambition. 

If you want to be asuccessful executive or a valu- 
able clerk, you must have a liking for the work 
you are doing and feel that you are given a chance 
to demonstrate individuality — not be a mere cog 
in the wheel of existence. In the struggle to real- 
ize these ideals, one of strong character will assist 
himself by the formulation and strict adherence to 
fixed principles of action. It is not the amount 
of time we devote to study which counts, but our 
ability and power of concentrating our minds 
in the proper direction. 

The ability to concentrate, in study as well as in 
practice, can be developed with surprising effective- 
ness once one sets himself to the task. This faculty 
of making the most of one’s time is perhaps the 
most essential of the young bank man’s mental 
equipment. Without it, the cultivation of quick, 
sure judgment—which in the last analysis determines 
your progress—is impossible. 

Training for business—teaching subjects of direct 
value and correlations — are the two great secrets of 
scientific and industrial education, which will ulti- 
mately provide a large number of highly efficient men. 
The dream of getting the most out of life will come true 
just as soon as we are ready to make ourselves better 
and at the same time learn the value of having 
respect for our work. I have simply here recorded 
what is stated again and again whenever men meet 
together, but I cannot refrain from adding thereto the 
sentiment so strongly borne out in the thoughtful 

words of Whately, that: “The great end 
of a good education is to form a reason- 
able man.” 
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ATE in April, John made 
a ten-strike; Arbor day, 
the first Friday in May, 
looked like a legal holi- 
day. He warned all who came into 
the bank to beware as it was against 
the law to use hands or head save 
for anything but rejuvenating on 
such a day. 

The directors in the bank where 
John yanked the shade down at 
2:59 p. m. took issue, claiming 
Arbor day “wan't legal.’ But 
John had grubbed over the last 
doings of the upper ward heelers 
in General Assembly till he had 
climbed hand over hand up over 
213 references ranging from Hog 
Cholera to Separation, both evils 
catalogued on the same page, and 
the snatches of evidence bared of 
legal utterance promised that when 
the Governor snatched a day by 
draping a proclamation over it, 
that day had a minus sign from 
12 a.m. to 11:60 p. m. 

Some of the directors swayed 
their knobs in doubt, others shook 
theirs like lightning. But John 
was painted for war. He observed 
which horn the fly was likely to 
light on, and then wrote the state 
jailer to verify the statutes. Not 
that he expected the jailer would 
know but the letter-head would get 
along way as Exhibit A, and he more 
than half expected to be referred to 
the jailer if he wrote the state official 
nearest the Holiday Dept. 

It was a supreme moment when 
the answer came. John wrenched 
the letter into daylight more 
quickly than one of the directors 
ever sniped a 50-spot. John’s 
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Holidays 
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reasoning was verified. His letter 
had been forwarded to the Canal 
Dredging Dept.—the 5th of May 
was pronounced a legal holiday. 
John pasted the letter on the bank 
window so tight it later took four 
hours with a corn razor and three 
ounces of sandsoap to get it off. 
And John went fishing. 

Never after this experience did 
John fail to get a calendar from 
the village priest on the tst of 
January, a calendar with all the 
Saints’ days lettered in—365 in 
all. But he always gave the calen- 
dar an initial examination when 
alone because he was unable to 
control his desire to yelp and kick 
out with one foot when a holiday 
and a Sunday snuggled side by side. 
It would have been a bad idea to 





One director holding up the pole at 
the post office 
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Raid on the 





have let one of the directors hear 
one of these yelps, for they never 
could have been mistaken for the 
toothache or a shortage in the cash. 

After John had planned what he 
would do with the orthodox hand- 
outs he was wont to dream of the 
sacred two weeks’ vacation. In 
the bank it was the custom to 
wrench off an hour here, a half day 
there, cat-like and with troubled 
mien. These ill assortments were 
listed at times on a cooled adding 
machine with a new ribbon; so 
many hours made a day, six days 
a week, and when two weeks were 
very thinly suspended lengthwise 
on the paper ribbon, why—then, 
no one could take oath they had 
been off an hour. 

For this two weeks’ furlough 
which was unrolled and ripped off 
a yard at a time like cheese cloth, 
John selected the last half of 
September, and the months of 
October and November. It cov- 
ered the partridge hunting season. 
In order to spread the absence 
over the 70-odd days he studied 
the thing harder than a socialist 
candidate for Secretary of State. 
In September he grabbed off the 
tail hour of the day; in November 
he brought on his half days, and 
some of them were so dark he more 
than once looked over a stock of 
lanterns. 

In an effort not to get scalded 
on the weather John studied the 
almanac, the pulse of Wall Street, 
the guess of the weather bureau 
and the upper welkin. By so doing 
he averaged to draw from the bag 
a prize once in four grabs. 
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With a sinewy flit of his body he could bend 

the tow this way and that 

To portray how the thing 
worked, let us take a typical half 
day in November, a day when the 
sun hunts the west ridge at 3 bells. 
Weather observations have been 
made and a clear day figured out. 
At night he interviewed the owner 
of Niagara—John had so named 
the motor-car he hired because 
she vibrated now faint,. now loud 
like the Falls on a windy day. 
Niagara's owner was willing and 
he was trained, as we shall see. 
The next morning he laid out his 
gun and hunting clothes in curious 
array. It was a system; when the 
supreme moment arrived he could 
take away with his right and feed 
them on with his left. 

When the bank uncorked at 
noon there were sounds like 
hounds toes on splintered boards— 
it was John. Always it had been 


The Farmers & Merchants Bank, of Greenville, S. C., 
through its president, Robert I. Woodside, is performing 
a patriotic service and helping to solve the problem by 
operating an employment bureau for the boys of Green- 


ville County wounded in the service. 

Before the armistice was declared, Mr. Woodside sent 
a quantity of reprints of a local newspaper article announc- 
ing his plan to the regiments to which the Greenville 


a source of much annoyance to 
him that the bank had no back 
entrance. Only an eagle eye and 
merry foot enabled him to slip 
into the adjoining store in a block 
which had an ample stern exit. 
And John could scuttle that 30 
yards of wooden floor before one 
of the local wrens could turn and 
take evidence, or a male native 
throw up his hands or give the 
lodge sign according to his nerve. 
As for the clerks they felt some- 
thing but saw nothing—some- 
times they went hunting. 

John began reaching for his 
hunting clothes as he lit in the 
back street. When he made the 
house Niagara was purring at the 
door. John threw up one mit 
without stopping and Niagara's 
inwards rose and fell with an 
angry roar that carried John on 
wings up two flights of stairs. 
Instantly he reappeared with five 
glistening lumberman’s calks 
gleaming from the sole of each 
shoe, and following down the steps 
behind him an attached trailer 
made up of an overcoat, hunting 
coat, a gun case and a camera. 
With a sinewy flit of his body he 
could bend the tow this way and 
that so that the post at the foot of 
the stairs would hang him up 
only once out of three times. Not 
that these other two times inter- 
rupted the rhythm, only the en- 
semble was ruptured and whatever 


broke off and stayed behind, stayed 


behind for good. 

When he passed back 
of the flivver he reeled 
in the hunting coat, gun 
case and camera and fed 
them into the hopper 
lashed to the overworks. 

“See anything at the 


County boys belong. 
coming in almost immediately. 

Applications for positions are filed and classified accord- 
ing to the kind of work the men want todo. Applications 
by employers are likewise filed systematically according to 
the kind of employment they have to offer. The bank is 
accepting only applicants from Greenville County and it 
is encouraging other banks in the community to assist. 





corner of Wall and Nassau when 
you came up?” panted John as 
Niagara jiggled to her knee pans 
and cuffed the moss on the tree 
at the corner. 

“One director holding up the 
pole at the post office,” announced 
Niagara's master and he pumped 
a full squirt of gas out of the feed 
pipes with the throttle. 

“Back street as usual, and make 
her vibrate when we cross the 
tracks—makes us look like there 
were three of us, not counting 
Niagara.” 

Once they were in the open 
other flivvers burned gas or ate 
dirt—Niagara had no mud fenders. 
Then came moments full of color, 
full of the soft browns of autumn 
and at length seas of crimson sky 
as one sees them through the lace- 
work of black branches. And thus 
in the deep twilight they returned 
up the village street with Niagara 
rolling a pale eye and sometimes 
two, on those who crossed her 
right-of-way. 
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p Niagara jiggled to her knee pans and cuffed 
the moss on the tree at the corner 


Applications for positions began 
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The Bank and Window Advertising 


Clever Displays that are Producing 
Business; Other Timely Publicity Ideas 


ANKS and trust companies 
which have suitable window 
space and never use it for adver- 
tising purposes are overlooking 
something 


By T. D. MAcGREGOR 


Vice-president, Edwin Bird Wilson, Incorporated, 
14 Wall Street, New York 


currency and gold coin were used 
in the same way. A special police- 
man was kept on duty throughout 











which in many 
instances has 
proved a busi- 
ness getter. 

For the illus- 
trations and 
facts descriptive 
of the window 
displays of the 
Buffalo Trust 








Company, | am 


indebted to Miss 

Sara E. Shaver, 
manager of the Pa ee 
publicity of that 

institution. 


The windows 
used were in 
store property 
acquired by the 
trust company 
for the enlarge- 
ment of its quarters. 


They were 
located each side of the doorway 
used temporarily as the entrance to 
the bank during building operations. 
The windows were of such shape 
as to give splendid display to the 
objects and signs exhibited. 


HE window at the left of the 

entrance was given up to a 
thrift display, consisting of coin 
banks, thrift pass books, ledger 
cards on which appeared fictitious 
accounts, etc. This was very at- 
tractive in itself, making a good 
showing on the black velvet drape 
covering the front to back space. 
The cards or signs at the back 
were ivory painted in gold and 
black lettering. The sign at the 
back was lettered as shown in the 
photograph “Results of Systematic 
Weekly Deposits.” 








the week, and he 
became so inoc- 
ulated with the 
spirit of the oc- 
casion that his 
Irish wit pro- 
vided additional 
and unexpected 
advertising 
value. The 
money was left 
in the window 
until 4 p.m. each 
day. 

One special 
item that at- 











HE window at the right was 
given up to the commercial 

phase of banking, with a display 
of ledger sheets, showing fictitious 
accounts, with interest and other 
entries, check books of all sizes, 
and all other bank forms used in 
the operation of a check account. 

The card at the back was of the 
same size as the one in the thrift 
window and contained facts calcu- 
lated to interest business men. 

For one week the idea of the 
thrift window was carried out in 
actual money—silver, currency and 
gold. Thesilver was all bright and 
new and occupied the foreground 
flat on the floor of the window. 
A silver dollar was used with a card 
lettered ‘per week principal and 
interest in ten years’ with the pile 
of loose silver at the right. Paper 
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Fig. 1. The “thrift™’ and “budget” 
windows; below—showing how the 
displays pulled wasS IOO new 


tracted consid- 
erable attention 





pennies, about 
which a printed card said: 


DOLLAR SEEDS 

“too of these planted in the 

Buffalo Trust will yield $1.04 

at the end of a year.”’ 

This window was a great pro- 
ducer of business. From fifty to 
seventy-five accounts were opened 
daily. 

HE card at the back of the 

thrift window was painted at 
the top and bottom for a space of 
about ten inches a good shade of 
light blue, leaving a central white 
space about two inches deep. On 
the upper portion of the blue space 
appeared: “America first in every- 
thing but THRIFT. Reliable 
statistics show that out of every 
1,000 only the following are savers. ” 

In the white space below appeared 
the black silhouettes of Allied 
soldiers in uniform, in sizes accord- 
ing to their saving ability. In 
proportion they were as follows: 
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REPRESENTING THE ABSENT 


8 Agent or Attorney in Fact, this 
responsibilities of a personal or unusual nature rende! 
the conditions which now exist 


company will assume duties and 
red necessary by 


Philadelphia Trust Company 
415 Chestnut Street 1415 Chestnut Street 
Philadelphia 
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France, 346, soldier about 14 
inches; England, 302, soldier 
about 121 inches; Italy, 220, 


soldier about 9 nches and U. 





Covering South America 











American countries, Great 
Britain, France and Spain, 
as well as correspondents in 
other parts of the world. 

A new branch was opened at 
Sapte Cruz, Southern Argen- 
tina, in September 


With capital and reserves of 
more than $32,000,000, the 
Anglo-South American Bank, 
Ltd., offers exceptional facili 























AncLoSouTH AMERICAN BANK, Ltd. 


New York Agency, 60 Wall Street ued Reserve 





S. A., 99, soldier about 3 inches. 
In the bluespace below appeared: 
“Start TODAY to put America 
ahead of them all. A pass book 
is waiting for you at the window 
marked NEW ACCOUNTS.” 

In the front to back space were 
displayed small silk flags of each of 
the Allied nations, beside each of 
which was exhibited a note of large 
denomination of that particular 
country. 

HE general banking window 
displayed a card at the back 
reading as follows: 

“The Buffalo Trust CHECK 
helps you pay your bills promptly; 
establishes your prestige in the 
business world; improves your 
credit at home and abroad; is an 
accurate record of expense; acts as 
a receipt beyond question; enlists 
the interest of this bank in your 
success. Interest at 4% com- 
pounded quarterly on a satisfactory 
balance. Business accounts, trus- 
tee accounts, guardians accounts, 
personal accounts, executors’ ac- 
counts, society accounts.” 

OTH windows received the 

same general treatment. The 
front to back spaces were covered 
with white batting and dusted with 
diamond dust. A single large can- 
dlestick, constructed of wood and 
painted to represent pewter, con- 
tained a 36-inch altar candle which 
burned day and night the week 
before and the week after Christ- 
mas. There were coin banks and 


Fig. 2. At home and abroad 


bill-holders containing new cur- 
rency in an array. One window 
had a tiny Santa Claus with a bank 
on his back and a pass book under 
his arm. The other window had a 
miniature Christmas tree trimmed 
with banks and bill holders. 

The cards at the back of the 
windows were resplendent in white 
and silver, with huge wreaths of 
Christmas greens tied with large 
red bows. Large circles were cut 
from the cards so that changes 
could be made in the copy, and 
inserted readily. The space inside 
the wreaths was silvered and let- 
tered in Old English in black illu- 
minated with red. 

The messages were: “A Christ- 
mas Opportunity—Start some 
young friend on the way to success 
by giving a bank account,” and 
““Let your Christmas gifts be 
profitable to the receiver—give a 








is spelled be ay an a = 
many people see only the 
IF. They say they would 
practice THRIFT, IF they 
only made a little more money or IF 
they only didn’t need to purchase this 
or that, or IF they hadn’t been sick 
last summer. 

Let us assist you next year by opening a 
CHRISTMAS CLUB account now. 


JOIN AND GET YOUR FRIENDS TO JOIN 


THIRD NATIONAL BANK 


Springfield, Mass. 


383-387 Main Street “By the Cloak” 
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When Prices Drop 


PEACE means readjustments in prices, wages and com- 
mercial policies. The National Bank of Commerce in 
New York is ready at all times to discuss the effects of 
these changes on the business problems of its customers. 


National Bank of Commerce 
in NewYork 


Capital, Surplus and Undivided Profits Over $45,000,000 


bank account.’ December 24 the 
copy was changed and the follow- 
ing were placed inside the 
circles: 

“The Buffalo Trust wishes you 
a Money Christmas,” and 
“Christmas money may bring sor- 
row if it's much TODAY and none 
TOMORROW. Deposit it with- 
out delay and Christmas joys will 
with you stay.” 


HE Liberty Loan display for 

the third loan was a battle- 
ground in miniature. Armored 
tanks, camouflaged cannon, toy 
soldiers going over the top; staff 
headquarters, hospital tents, etc., 
made the scene very realistic. A 
background of horizon blue with 
aeroplanes, shells bursting, and a 
ground treatment of barbed wire 
entanglements, also provided the 
local color. It would be difficult 
to describe this display in detail. 
It was carried out, however, with 
toy soldiers about three inches high 
in khaki and the enemy in Prussian 
blue. The trenches and _inter- 
communication trenches and dug- 
outs interested even soldiers back 
from the front. 


HERE was also a budget win- 

dow display. The cards at the 
back were white and lettered in 
black and orange. The figures 
were based upon an income of 
$1,200 to $1,500. The objects 
used for the various items of per- 
sonal expense were as follows: 
Bank account deposits—a replica 
of the Buffalo Trust thrift pass 
book, enlarged several times ; food— 
a small market basket containing 
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green vegetables, grocery packages, 


a small advertising ham and some 
fruit brought this item home in 
vivid realism; shelter—a small toy 
house; clothing — illustrated by 
some miniature fashion models; 
operating expense—coal, a gas 
plate, electric light globe, toy tele- 
phone; insurance—a life insurance 
policy; amusements—a miniature 
billboard such as is used in front 
of the theaters with a kewpie in 
silk hat and dress suit standing 
nearby; gifts—a small pasteboard 
church, with a kewpie Red Cross 
nurse. 

NE of the predominant notes 

in present-day bank advertis- 
ing, especially of the larger institu- 
tions, is foreign trade. Latin 
America seems to be receiving 
special attention. | am showing a 
big advertisement of the Anglo- 
South American Bank, Ltd., ““Cov- 
ering South America’ (Fig. 2). 
The Irving National Bank, of New 
York, issues a graphic trade chart 
and commercial map of Latin- 
America which is very good, show- 
ing in easily available form, details 
concerning area, population, im- 
ports, exports, facilities of trans- 
portation, communication, and 
commerce, elevation, distribution 
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Fig. 3. An interesting series 


of products, rainfall and other 
forms of information relating to 
American trade. 


HE Philadelphia Trust Com- 

pany advertisement (Fig. 2) is 
short and to the point. The illus- 
tration and the heading go well 
together. 


HEN Prices Drop” in the 

advertisement of the Na- 
tional Bank of Commerce in New 
York (Fig. 2), has a rather pleas- 
ing sound in these times, and I am 
sure the advertisement attracted 
a lot of attention. 


AN INTERESTING series 
on “The Wills of Famous 
Women’ (Fig. 


3) is being run by 
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Clearing House 


the Oneida County Trust Co., of 
Utica, N. Y. 


N SEATTLE there are thousands 

of shipyard workers and undoubt- 
edly they will all be kept busy at | 
good wages in peace time as they 
were throughout the war. Con- 
sequently, to feature this great 
industry as the National Bank of 
Commerceand the Puget Sound Sav- 
ings & Loan Association have done 
is very good advertising (Fig. 4). 
Such advertisements not only 
interest the shipbuilders but every 
other class in the community. 
And this principle applies generally. 
For instance, an advertisement 
headed “To Stenographers” would 
be read not only by the young 
women who wield the notebooks 
and thump the typewriters, but 
also by thousands of others who 
would be impelled to do so through 
curiosity as to what was being said 
to stenographers. The Oakland, 
Cal., advertisement was meant to 
appeal to bankers throughout the 
country. 


T THE request of the Capital 
Issues Committee at Wash- 
ington, a request has gone out to 
bank cashiers asking them to help 
put unscrupulous promoters out 
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lowered tho world’s tonnage by at 
Teast 20,000,000 tons 
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come more evident every day. 
The National Banks are the medium 



































































through which this prosperity will be 
Funds left with us before the close of business This huge loss must be made up. maintained and developed. 
Thursday, December 5th, will draw interest Seattle's great shipbuilding industry In this great work on the Pacific 
From December Ist will continue to thriye for years to _ Coast the National Bank of Commerce 
Meoaals Sinn MEtiila ashe paid lees then come is a dominant factor. 
6% on Savings The- large resources, facilities and the experience of the officers of this bank 
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Fig. 4. A class appeal of general interest 


23 








Burroughs 


learing 


ouse 





















RESERVE SYSTEM 


By The Citizens Bank 
of Metter 


What Does This Mean 
to the People of This 
Section? 











STRONG AS THE VU. S.A. 








Fig. 5. A clever idea 


of business. The committee was 
alarmed at the reports it had been 
receiving of the activities of un- 
scrupulous promoters and of sales- 
men of “wildcat” securities. Many 
cases were reported where the 
holder of a Liberty bond was being 
persuaded to swap it for some 
highly speculative or worthless 
stock or bond. 

This is emphatically something 
to be combatted in the bank's 
advertising space, as well as by 
word-of-mouth advice over the 


bank counters and at the cashier's 
desk. — 


HEN a bank is a member of 
the Federal Reserve System, 
it is certainly worth while to adver- 
tise the fact. Cashier George L. 
Williams of the Citizens Bank, 
Metter, Ga., in submitting his 
newspaper advertisement (Fig. 5), 
wrote: 
“We are handing you herewith 
a copy of our advertisement and 
call your attention to the cartoon, 
which is original with us. So far 
as we know, this is the only design 
of its kind used by banks, and we 
would appreciate your advice as 
to whether it would be worth while 
to adopt it as a trade-mark and 
have it registered.” 
I told Mr. Williams that his idea 
was a good one, but that to make 


the design suitable for a trade-mark, 
it ought to be redrawn in more 
compact form. 


LD banks naturally make a 

good deal of their age. Among 
the New York banks which have 
recently gotten out historical books 
are the National Park Bank and 
the Chemical National Bank, the 
former an 86-page volume entitled 
“Some Mile-stones in the History 
of the National Park Bank of New 
York,” edited by Ernest Fletcher 
Clymer; the latter a 166-page 
“History of the Chemical Bank.” 


FINE collection of folders was 

sent me by Assistant Cashier 
J. H. Pickert of the First National 
Bank, of Berlin, Wis., with this 
comment: 

‘The main purpose of this series 
has been to do an educational work 
among an agricultural clientele 
with a view of developing checking 
accounts. We feel that the effort 
has paid. In any event, checking 
accounts are in more general use 
among our farmers now than for- 
merly. These folders and others 
like them have been the principal 
medium though not the only one 
used in our advertising campaign 
and are sent out to our list about 
once a month.” 

The material in these folders is 
excellent, as may be judged from 
the following extracts from one 
entitled, “Getting Out of Debt:” 

“A young farmer told us the 
other day that he was going to 
open a checking account with us 
as soon as he was out of debt. 
We were glad to hear this good 
news, but the remark set us to 
thinking. As a matter of fact, a 
great many of the accounts on our 
books are carried by people who 
are in debt, some more, some less. 
If they all waited until they got 
out of debt before opening an 
account they would be obliged to 
forego valuable banking accommo- 
dations and we should have to do 
without just that much perfectly 
good business. 


“Until it becomes customary 
to give away farms as wedding 
24 








presents, the only way for a young 
man to acquire one is to go into 
debt for it. Debt is really the 
open door of opportunity, and only 
by this means may a young man 
get started in life. However, it 
is true that many young men 
stretch their credit resources to the 
utmost in the beginning and are 
naturally anxious to get away from 
this condition of affairs as soon as 
may be. 

“Credit is in many ways the 
most valuable instrumentality in 
business life. But it is a two-edged 
sword that cuts both ways. It 
has both its use and abuse. The 
abuse of credit is almost certain to 
result in disaster. The man with 
a mortgaged farm is making use of 
credit with his farm as the security, 
but is often purchasing machinery 
on credit as well. The matter of 
meeting all of his obligations, both 
interest and principal, is an item of 
serious concern to him. Every- 
thing in his planning must give 
way to this one matter of meeting 
his obligations, for it is only by 
meeting them that he may retain 
possession of his farm, so that it is 
an essential condition to success. 

“The man with a mortgaged 











: wRinG these thirty-seven years, Buffalo has grown 
: ID from a city of outgrown village proportions to 
‘A h one of almost pol itud id the 


Buffalo Trust Company has likewise grown in 
| strength, in volume of business and thru a widening scope 
||| of business friendships. 

| This growth—amounting to Tew Mittion dollars during 
| the past four years—has made necessary and possible the new 
banking office occupying 449-455 Main Street, together 
with the original space in Lafayette Square (now the Foreign 
Department). 
With entrances both on Main Street and Lafayette Square, 
the central location 1s exceptionally convenient to city cus- 
tomers as well as to those arriving by any suburban or inter- 
urban line. 


UFFALO TRUST COMPANY } 
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farm must work harder and plan more carefully than 
his neighbor with his farm clear. He must make few 
mistakes, which is perhaps another way of saying 
that he must be a good farmer. Now it is necessary 
to both plan and work. A checking account will 
help the man who is obliged to plan carefully.” 


ERE are some miscellaneous good points noticed 
in recent bank advertisements: 

“The Welcome Bank” is the slogan used by The 
Peoples Bank & Trust Company, of Charlotte, N. C. 

The Oneida National Bank, of Utica, N. Y., states 
in its newspaper advertising that it has an Italian 
interpreter. 

The National Union Bank, Baltimore, Md., recently 
headed one of its advertisements, “Good Business 
Neighbors, and here was the neighborly talk which 
followed: 

“There are many merchants located all around us 
who have not yet discovered what a ‘good neighbor’ 
we are—a human, friendly sort of bank rendering 
efficient co-operative service. Our location at the 
very center of Baltimore's retail and wholesale district 
makes us a near neighbor to scores of mercantile houses 
whose banking business we desire and to whom our 
modern service would be helpful. Many of these 
business men and concerns are now our customers. 
Some of them, indeed, have been with us for gener- 
ations. But we want more of these good business 
neighbors to become depositors at our bank. We will 
consider it a friendly, neighborly act to have you call 
and talk with us regarding our mutual interests.” 

Another Baltimore bank, the National Exchange 
Bank, put a personal touch into a recent advertise- 
ment thus: 

“The National Exchange Bank desires to express 
publicly its appreciation of the cordial reception given 
to its new vice-president, Mr. Paul A. Seeger, as 
evidenced by the personal calls and the opening of 
numerous and valuable accounts by his many friends. 
It is our desire to do all in our power to make these 
new friends feel as much at home with us as our 
old customers. 

“We also have the pleasure of welcoming a number 
of new members to our board of directors and we are 
proud to publish the full list, in the belief that many 
others will find friends among them. 

‘The officers and employees are anxious to do their 
utmost to maintain the standard of accommodation 
and fair treatment practiced in the past which the 
public has reason to expect from a bank with such 
sponsors. 

The Savings Bank, of Utica, N. Y., at the head of a 
banking-by-mail advertisement ran this paragraph: 

“Each year for ten years H. P. Wright of Aberdeen, 
Md., has sent a silver dollar through the mails as a 
present to his sister, Mrs. Mary Fleetwood. On one 
side he puts her address and on the other a two-cent 
stamp. Not once has the gift been lost or stolen.” 
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STRUCTURALLY SOUND Gmbining, 
Simplicity - “oe and Economy 


MACHINE BOOKKEEPING 


HIGHEST ENDORSEMENTS: OF 
USERS SENT ON REQUEST 
Wate 2 for Descriptive Literature. 


WILSON-JONES LOOSE LEAF Co, 


CHICAGO. NEW YORK 


ur Products Sold Throughout The World 
By Dealers in 
BANK SUPPLIES 
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To Bankers Interested in Financial Advertising 





his is to Certify that 











JJ Francis R. Morison 
Cleveland 


was awarded First Award for the best General Display exhibited in the Financial Advertising 
Counselors’ Division, at the 1918 Convention of the Financial ’ Association. 


In extending to Francis R. Morison the congratulations and best wishes of the 
Financial Advertisers’ Association, we also wish to give you this special invitation to exhibit at 
our 1919 Convention. 
Committee on Awards: Financial Advertisers’ Association 


Groace P. Eowanps 
Pobhaher ™ 








a a ey eg 
Russet Lowsay — 
Vice Premdent Amencas Newwan) Baa 
San Fraecace, 
Evensrr Sisson - 
Coma Pubbehng Company Secvee 








Citizens Building 


Bankers who desire up-to-date advertising 
which is approved for its result-producing 
and distinctive characteristics are invited 
to correspond with 


FRANCIS R. MORISON 
Cleveland, Ohio 
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‘Its frankness excites admiration” 


A Bank’s Best Asset 


By C. MAC LAREN FREEMAN 


” BOOK that should be read by every bank employee who aspires 
A to be a banker, by every banker who wants to be a bigger one, 

and by every one in any way connected with a bank, whether 
doorman or stockholder,” is the comment made by the president of 
one of the largest banks in the United States, after reading it* 


Sent postpaid on receipt of price $1.00 


FEDERAL BANKING SERVICE 
Riggs Building Washington, D. C. 
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Takes the Eye- Strain 
Out of Business 
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DESK 


EMERALITE camp 


Don’t jeopardize your eyesight—place an 
Emeralite on your desk now. Means vision- 
comfort in future years. Emerald green glass shade 
rests the eyes naturally, while a clear even light is 
spread over your work. Lends distinction to office, or 
home. Style shown, No. 8734-B is $12.00 complete. 
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Write for booklet illustrating 30 styles. Ask 
about special Emeralite for adding machines. 


H. G. McFaddin & Co. 40 Wesson St., 
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Portray the Personality of 
Your Bank 


N the kind of advertising you do 
largely depends the impression of 

your bank obtained by the public. We 
make the personality of a bank permeate 
its advertising. Write us for information 
regarding our personal, individual service. 


EDWIN BIRD WILSON, Inc. New York City 
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More Than Safe-keeping for Bonds 


(Continued from page 17) 


registered bonds and we hold such bonds in our safe 
instead of sending them to the Federal Reserve Bank. 

“When the system was first placed in operation we 
had with us for safe keeping a few coupon bonds 
which we included in the system but held the same iden- 
tical bonds until we had the opportunity of explaining 
the arrangement to the owners. The arrangement 
was first suggested to us by the premium which 
a bond company proposed to charge for an additional 
burglary policy for $100,000 written on bonds inside 
our steel vault but outside our safe. It has been our 
custom to have those depositing bonds sign a memo- 
randa relieving us of liability, but notwithstanding 
this we were inclined to the opinion that in case of 
burglary we would be compelled to make the loss 
good. Therefore, we investigated the rate and found 
that the premium would be $1,300 for $100,000 policy 
unless the bonds were inside of our safe and they 
could not be kept there for the reason that we did not 
have space available. 

“With our present system the bonds can be kept 
inside the safe in the same manner as currency but 
we have found it more convenient to place them with 
the Federal Reserve Bank. The arrangement is more 
satisfactory to the depositor than was the case with 
our original plan for the reason that they have the 
bank's receipt and we absolutely guarantee to return 
bonds of the same issue. 

“A bank may use the funds as collateral or they may 
not do so, but in either case the system simplifies 
the handling of the bonds and provides a complete 
record. 

‘After having given the system a thorough trial we 
do not hesitate to say that we have found it to be 
workable and entirely satisfactory, and we are con- 
vinced that any bank adopting the plan will have a 
similar experience.” 
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Their “Million Dollar Yearling” 


N the occasion of its first birthday (June 6, 1918), 
the Live Stock State Bank, of North Portland, 
Ore., issued an unique statement folder—a cut-out of 
a steer in black and white and lettered in red, ‘‘A 
Million Dollar Yearling.’ The statement shows the 
million—$1,344,157 in assets. 
There is this appropriate message besides: 
“Organized shortly after cur entrance into the war, 
we feel that a real patriotic service has been rendered. 
Not only have we given country banks unusual assis- 
tance in handling their live stock transactions, but our 
Agricultural Department has helped over thirty-four 
banks to promote better farm conditions through 
organizing pig clubs, calf clubs, sheep clubs, corn con- 
tests, dairy improvement and feeding programs. 
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“THE FEDERAL” 


No pins, no clips—envelope and affidavit always together. Neither can be mislaid. 
Always made up with the latest revised forms of ownership certificates. 


The Cleveland Trust Company 
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One of the six distinct styles of VICTOR COUPON IN SIGHT ENVELOPES showing one of the selection of twenty forms of imprint 


HE problem of meeting, with a reduced office force, the increased pressure 
in bank work today is satisfactorily solved by more than 3,000 Financial 


Institutions that have permanently installed “Victor Envelope Service” 
because of demonstrated worth. 


This is but ONE reason —-W HY 


The mere act of your receiving tellers enclosing coupons in“ VICTOR’ envelopes, immediately eliminates the 
necessity of, saves the time required to, and serves for the writing necessary on the ordinary coupon envelope. 





HE benefits of “VICTOR” envelopes are not confined 
to the great metropolitan institutions; you obtain the 
same satisfactory results whether you employ one or a battery 
of tellers—whether you use 100 or 100,000 envelopes a year. 


“Make Light of Coupon Collections” 


is the title of a folder we have prepared. Therein we give 
other reasons—WHY—Victor Coupon in Sight Envelopes 


save time, eliminate re-counting and re-checking of coupons, 
guard against the possibility of error, greatly increase indi- 
vidual and collective capacity and efficiency. A_ booklet 
attached, shows a selection of 20 forms of imprint, any one 
of which we will imprint, under your corporate title, on any 
envelope desired. 


Among the various styles of ‘‘VICTOR’’ envelopes is a very 
distinctive container for LIBERTY LOAN COUPONS. 


Try out 1,000 in your own banking room—at our risk—any style—printed as you desire 


An inquiry from you will bring a copy of the folder and booklet 
together with printed specimens of “‘VICTOR’’ envelopes 


Corporation Coupon Envelope Company 


Exclusive Manufacturers 


VICTOR COUPON 


“Unmatched for 
Effectiveness” 


MILWAUKEE 
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In Your Class 


HE CRADDICK SERVICE organization 

of bank advertising specialists serves more 

than 450 banks in the United States and 
Canada. 


One of our clients is a bank having $15,000 capital; 
$2,000 surplus and deposits of $114,000. 


Another of our clients is a bank having capital and 
surplus in excess of $10,000,000 and resources of 
more than $100,000,000. 


If YOUR bank comes within range in size, of 
these two — then we have a SERVICE for you. 
Please ask us! 


H. B. CRADDICK 


(and corps of assistants) 
1004-5-6-7-8 Ist Nat’l Soo Bidg. 
MINNEAPOLIS 





—— 




















| 





ADVERTISING 








The 


| Allison All-Metal Case 


A Combination of the Best Features 
Offered in Posting Machine Units 


Serviceable and Efficient 


Simple—Compact—Economical 





Write for Particulars 


Geo. D. Barnard Stationery Company 


St. Louis, Mo. 
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About That “Paper”=Is It Safe? 


(Continued from page 10) 


needed in the business or whether there is a large 
percentage of depreciation charges included in it. 

The fixed asset is an item that requires careful 
attention and simmers down to this analysis: If you 
were to purchase an automobile and run it for two 
years, you would not expect that it would be worth 
as much after two years of hard use as when you 
bought it, would you? But nevertheless, many firms 
are carrying on their books the items of machinery 
and buildings at the price that was paid when new. 
A certain percentage should be written off each year 
to take care of this depreciation, or, if the concern 
persists in carrying these items at cost price, a proper 
entry on the liability side of the statement should be 
made in order to insure the company for the amount 
of the loss in value. 

The analyzer should have the statements of the 
company under consideration for the past two or 
three years—the preceding year at least. Then, by 
comparison, he can determine if the company is 
making progress or standing still or even better than 
that—going backwards. The surplus item is very 
important in this comparison as it tells the story 
whether or not the company is progressive. If there 
is a loss in the surplus account during any of the 
comparative years, it behooves the analyzer to 
ascertain what caused the loss—it may reveal 
something interesting. 

Then turn to the mortgage and compare it with 
the fixed assets—ascertain whether the fixed assets 
are sufficient at a forced sale to meet the mortgage. 
If the mortgage is almost due, satisfy yourself whether 
the method of taking care of it at maturity will not 
jeopardize the earning power of the company to any 
serious extent. If the morgage or any funded debt has 
a long time to run, then if there is a safe margin of 
safety between the fixed assets and the mortgage or 
funded debt, you are pretty safe. 


Every firm that is in any sort of a healthy condition 
will show good earnings over a period of years—if the 
earnings are small in comparison to the capital 
employed, it will pay to go to the bottom and ascer- 
tain the reason for the small earnings. The earnings 
are really the barometer of the business. 


Progressive firms keep their Bills Payable account 
to a minimum figure. If this item is large, it shows 
lax methods and carelessness. Salaries or rent should 
not be included in this item. 

The item, Notes Payable, should include commercial 
paper only. It is very important that the analyzer 
satisfy himself that a large percentage of the amount 
is not renewals, for if it is it shows an unhealthy 
condition and should be watched. Also ascertain what 
percentage of the Notes Payable is due banks and what 
percentage is in the general market. The notes that 
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are floating in the market are more dangerous than 
those held at banks, for renewals can usually be made 
with the banks. If a firm is properly financed, it 
keeps its banks clean so that during a crisis it can 
call upon its banks for help. Should it borrow the 
limit from its banks and have a large amount of paper 
on the market, sooner or later it will find itself in deep 
water. Furthermore, satisfy yourself that this item 
is not too large for the firm in question. 

Many firms give notes for merchandise bought and 
include the amount in the Notes Payable account. 
It is very important to find out just what percentage 
of the notes represents notes given for merchandise. 
It may throw some interesting light on the statement 
to know just why the merchandise was bought in such 
large quantities and why it has not been paid for. If 
the amount looks too large for the concern in question, 
it indicates lax business methods and is a danger signal. 

Should a firm be forced to carry its customers, the 
bills and Accounts Receivable account will tell the 
story. If this account is unduly large, you should 
ascertain the cause. 

After carefully studying the different items that 
make up the statement, it is an universal rule to 
compare the quick assets with the quick liabilities— 
the ratio is about two and one-quarter of quick assets 
to one of quick liabilities. The quick assets are 
merchandise, cash and bills and accounts receivable. 
Machinery and real estate cannot be figured as quick 
assets for they could not be turned into money at 
short notice, except at a sacrifice, but the items pre- 
viously mentioned as quick assets can be sold on short 
notice with very small loss. 

It is very necessary to find out if there are any 
contingent liabilities, such as endorsements—such 
liabilities may cause trouble. 

Many firms do not care to make public a detailed 
statement of their condition, but if the analyzer wishes 
to analyze the statement of the concern in question, 
it is up to him to bring all the items to light. He 
should go to the very bottom of every item and satisfy 
himself that the items are what they are intended for 
and not fictitious. By carefully going over the entire 
situation and taking each item separately and then 
drawing a comparison between the quick assets and 
quick liabilities, one can satisfy himself as to the 
financial condition of the firm under consideration. 


Idle Cotton Millions Go To Work 


(Continued from page 13) 

their participating actively in this business, not only 
as investors, but as distributors, and that we in the 
south, as wealth is more or less suddenly thrust 
upon us, will find before us irresistibly presented for 
our purchase, sound, well paying securities issued by 
strong, solvent borrowers, whose credit requirements 
must be met if the world market for our own pro- 
ducts is to be maintained. 
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Increase Your 
Bank’s Patrons and Stop 
Bolshevism! 














VERY spendthrift in your 
vicinity is a prospective 
pauper. Pauperism breeds Bol- 
shevism. 


People with savings accounts are 
the best citizens. Get more of 
them in your community. Your 
opinion carries weight. Why not 
regularly mailtoaselectlist of wage 
earners, letters and circulars ex- 

’ plainingtheadvantagesofasavings 
account? Increase your deposits 
— Help stabilize the country. 


Practice saving by filling in names 
and addresses on your letters and 
addressing envelopes and circulars 
with a Ribbon Print Addressograph. 
It’s 15 times faster than pen or 
typewriter. Work looks exactly 
like typewriting. No mistakes or 
omissions! 








Hand, fet lever or motor models 
for speedily printing (THRU 
FREE TRIAL. Let us prove it. Our pre see pase 
. . . . re 

representative will call with a $60 Ribbon anc tanebeonnie ei tcl * 

° 3 Statements, Letters to Fill 
Print Hand Addressograph. Hewill In, Dividend Notices, 
demonstrate it at your desk. If desired, Record Sheets, Envelopes, 
he will leave it for FREE TRIAL. 


Circulars, Interest Slips, 
Daily Advices, Trial 
Just mail the coupon. 


Balance Sheets, Stock- 
holder's Lists. 





Prompt service furnished at these cities—or you can make 
address plates in your own office if preferred 

Albany, Allentown, Atlanta, Austin, Baltimore, Birmingham, Boston, Buffalo, Butte, Cincin- 
nati, Cleveland, Dallas, Dayton, Denver, Des Moines, Detroit, Duluth, El Paso, Grand 
Rapids, Hartford, Houston, Indianapolis, Kansas City, Los Angeles, Milwaukee, Minneapolis, 
Montreal, Newark, New Orleans, New York, Omaha, Oklahoma City, Ottawa, Ont., 
Peoria, Philadelphia, Phoenix, Pittsburgh, Reno, Sacramento, St. Louis, St. Paul, Salt Lake 
City, San Antonio, San Francisco, Seattle, Shreveport, Spokane, Syracuse, Toledo, Toronto, 
Washington, Wichita, Williamsport, Winnipeg, Man. 


(Mail to nearest ofice—or phone for representative if list above names your city) 





ADDRESSOGRAPH COMPANY (908-F), Chicago 


Without cost or obligation, please give us: 
© Facts about Trial Offer Demonstration in our Office 
We use forms checked below 


Firm 
Official 
Address 


No. of names on list 


O Filling in Letters O Statements 
O Dividend Notice Sheets (© Daily 
O Trial Balance Sheets Advices 














O Interest Slips 
01 Envelopes, Circulars 
O Stockholder’s Lists 
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| Burroughs 
ees House 





For Bank-Work 
that Means 
ADDING 


The simplest 
type of Bur- 
roughs Machine 
is for straight 
adding and list- 
ing—writing 
down a column 
or columns of 
figures, and 
automatically 
computing and 
printing the 
total, with sub- 
totals where 
wanted. 


For Bank-Work 
that Means 
POSTING 


Burroughs Post- 
ing Machines 
makes bookkeep- 
ing processes 
95% automatic. 
It enters items, 
classifies them, 
totals debits, 
totals credits, 
subtracts the 
one from the 
other and prints 
the balance in its 
proper column, 
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ADVERTISING 





The number and variety of processes in a bank’s daily business are amazing, when considered 
as a whole. Yet every figure-job is routine work in every bank, with certain differences, of 
course, in method, quantity and frequency. 


Figures are the merchandise of a bank. The merchant’s stock is 
made up of hundreds or thousands of unlike items—but the banker 
does business with endlessly repeated figures, similar in all depart- 
ments and all lending themselves to the same manner of handling. 


And thanks to the fact that figuring is a machine job (who would 
think of adding a column of items mentally when there’s a Burroughs 
at hand?), the banker can apply machine methods al] the way 
through these forty-odd different processes—and thereby multiply 
the capacity of his workers, while reducing his labor-cost per person. 


Just glance at the following summary of routine work, remembering 
this point—that every one of these items is not only an ordinary bank 
job, but an ordinary machine job. 


Forty-three Typical Figure-jobs in Any Bank 





Bank Work that Means 
Adding 


Proof of collection and 
credit letters 

Proof of remittance letters 

Mail teller’s distribution 
record 

Clearing house items 

Proof of settlement book 

Verification of proof and 
distribution 

Checks on ourselves 

Receiving teller’s record 

Collection items 

Note teller’s items 

Paying teller’s cash book 





Bond and coupon teller's 
record 

Currency shipments 

Discount teller’s records 

Return items 

Preparation of pay rolls 

Proving exchange 

Foreign exchange and 
travelers’ checks 

Transit letters 

Collection register 

Debit sheets 

Daily statement 

Gen’l journal or cash book 

Reconciling accounts 

Stock transfer register 

Stock dividend statements 


Stockholders’ or proxy list 
Miscellaneous proofs 


Bank Work that Means 
Posting 


Individual ledgers 
Individual statements 
Country bank ledgers 
Country bank statements 
General ledger 
Stockholders’ ledger 
Collateral ledger 
(stocks, bonds, ware- 
house receipts) 
Liberty Loan ledger 


Calculating @ ) Machines 
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Bank Work that Means 
Calculating 

Figuring interest 

Averaging accounts 

Foreign exchange exten- 
sion 

Verifying records where 
lists are not required 


Bank Work that Calls for 
Separate or Accumulated 
Totals 

Note or draft register 
Check and deposit journal 
General ledger proof 
Many of the other proc- 
esses listed above 
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Whatever the size of the bank, and of the city or village it serves, there are Burroughs 
Machines — one model or several — which are built to handle that routine better, more 
quickly and more economically than it can be done by hand. 


The interesting thing about the long list of a bank’s figure-jobs 
given on the other page is that all these are typical bank jobs, 
whatever the size and man-power of the bank. 


The large, departmentized institution, numbering its customers and 
correspondents by thousands, will have many machines doing 
specialized work on these different functions. 


The small bank may have but one machine, and the cashier may be 
its only operator; but it, too, can profit by machine methods in han- 
dling all these processes—for the Burroughs is a flexible, adaptable 
mechanism that does anything with figures. 


Either class of institutions can obtain the same benefits by standardiz- 
ing on Burroughs equipment, whether it be two machines or a 
hundred. And either class of bank may be certain that all the 
figure work listed here can be handled mechanically with increased 
efficiency and economy of time and effort. 


If you are now trusting any of this figuring to the pen-and-brain 
method in your bank, a Burroughs representative will be glad to 
show you how that work can better be done by machine—perhaps 
with the equipment you own at present. 


There are more than 200 Burroughs offices in the United States 
and Canada, and Burroughs representatives in all the leading 
foreign cities of the world. 


Adding — 
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For Bank-Work 
that Means 
CALCULATING 


The Burroughs 
Calculator mul- 
tiplies, adds, 
subtracts and 
divides without 
any writing or 
printing of fig- 
ures—the want- 
ed result of the 
figuring showing 
in the machine's 
dials in large, 
easily-read 
figures, 


For Bank-Work 
that Means 
Other 
PROCESSES 


The Burroughs 
Duplex lists and 
adds groups of 
items, accumu- 
lating totals and 
grandtotalsina 
way that per- 
mits a wider 
variety of book- 
keeping applica- 
tions than the 
simple adding 
and listing 
machines. 
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T YOUR disposal is a wide choice of 
the machines for machine bookkeep- 


ing, and you are reasonably sure of 
satisfaction from any make. But with the 
paper that is used in the machine it is an 
entirely different question. An ordinary 
ledger paper cannot be used successfully. 
The peculiarly dificult requirements of this 
method demand a paper that is especially 
adapted to the work. There is only one 
such stock, and that is 


19) 7 
YROCOUN 


TINEA LEDGER 


Made to last under the hardest service, the 
finish, texture, writing surface and color of 
Typocount are planned to outlast the severe 
strain of machine bookkeeping. Typocount 
Linen Ledger Paper retains its crisp, smooth 
strength under all ‘conditions— it exactly 
meets every condition of the special purpose 
for which it is made. The price of Typo- 
count is moderate. 


May we send you a generous 
sample for test in your own office? 


Byron Weston Company 


Dalton, Massachusetts 
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The Creed of the Ideal Banker 


By J. W. PEARCE 
Stockton Savings and Loan Society 
Stockton, Calif. 
BELIEVE in the community in which | live, and 
the energy, resourcefulness, ability, and integrity 
of its citizens. 


* & & 
I believe in the dignity, usefulness and importance 


of my calling, and the necessity for its constant 
evolution. 


* & & 

I believe in the right of my patrons, associates, and 
employees, to unfailing courtesy, sympathy, and 
consideration, and that my interest in them should 
prompt every helpful act of which I am capable. 


%& &@ & X 


I believe in recognizing the merits of others, whether 
enemies or friends, as their deeds warrant, and in 
encouraging those who are worthy. 


*# 2 & & 


I believe in the virtue of work. in persistent striving 
for improvement, in cleanliness of heart, mind, and 


person, and in being governed by conscience rather 
than by expediency. 


%& &£ &% & 


I believe in increasing co-operation with every good 
influence affecting my business, my community, and 
my country. Pe 

I believe in trying to exclude from my mind every 
prejudice and narrow minded thought, and in culti- 
vating the larger view which considers first the gen- 
eral welfare. a al dan 

I believe in the ultimate supremacy of right over 
might, and that the world is growing better. 


* * & 


I believe in my duty to anticipate the future, and 


prepare for it. i ta al 


I believe my first duty is to my God, my second 
to my country, my third to my family, my fourth to 
my stockholders, employees and patrons, my fifth to my 
friends, and my sixth to all those whom | can help. 


* & & * 


I believe in getting all possible happiness out of life 
by bringing whatever joy | can to others. 


* 2 4 @ 


| believe character is more precious than reputa- 
tion and the satisfaction of living a true life greater 
than the accumulation of wealth. 


* &* & 


I believe | am entitled to reward only as | serve. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
4070.50m-1-19 (3678) 
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Write for booklets describ- 
ing the work of the L. B. 
Card ledger, machine posted, 
in leading banks and com- 
mercial houses throughout 
the country. 





Fine team-work 
in machine posting— 


The Library Bureau card ledger works hand-in-hand with 
ledger posting machines, and makes it easier for the operator 
to gain. greater speed and accuracy. It thus serves to further em- 


phasize the advantages of the machine over the old pen-and-ink 
methods. 


The cards are of the correct weight and stiffness for quick 
handling. A single movement of the arm—and the card is ready 
for the machine. A slight pull on the injector—and it shoots into 
position for posting. The hand is quicker than the eye. 


The steel tray itself is strong, rigid and compact. Three channels reinforce the 
bottom—front-to-back. Khaki bottom keeps cards from slipping. Ingenious de- 
vice compresses the cards in upright position when the day’s postings have been 
completed. Quick release. Drop-side. Balances can be read without removing 
cards. (Cards offset to right as posted.) 


The L. B. index gives an even distribution of cards back of the guides. Stiffness 
of guides permits quick throwing of cards. Come in and see—yourself—soon. 





Card and filing Filing cabinets 







systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
. . 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 

Albany, 51 State street Denver, 450-456 Gas and Electric bldg. New Orleans, 512 Camp street Toledo, 620 Spitzer bldg. 
Atlanta, 124-126 Hurt bidg. Des Moines, 619 Hubbell bidg. Newark, N. J., 31 Clinton street. Washington, 743 15th street, N. W. 
Baltimore, 14 Light street Detroit, 400 Majestic bldg. Pittsburgh, 637-639 Oliver bldg. Worcester, 716 State Mutual bldg. 
Birmingham, 1724 Jefferson County Fall River, 29 Bedford street Providence, 79 Westminster street 

Bank bidg. Hartford, 78 Pearl street 1223-24 Mutual bldg. Distributors 
Bridgeport,311CitySavingsBankbldg. Houston, 708 Main street Louis, Boatmen’s Bank bldg. San Francisco, F. W. Wentworth & 
Buffalo, 508 Marine Nat. Bank bidg. Indianapolis, 212 Merchants Bank bldg. Paul, 116 Endicott arcade Cc Market street 
Cleveland, 243 Superior arcade 


Kansas City, 215 Ozark bidg. 
Columbus, 517 Columbus Savings and Milwaukee, 620 Caswell bloc’ 
Trust bidg. 


0., 539 
. Connell bldg. Los Fs eles, McKee & Hughes, 
Minneapolis, 428 Second avenue, South 


Mass., Whitney bldg. acific Electric bldg. / 
Dillaye bidg. Dallas, Parker Bros., 109 Field street 


ese rem tot tne, fe ts tee J 
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Young Women and Baker- 
Vawter Equipment Add 
To Bank Efficiency 
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AKER-VAWTER 


BINGERS, TRAYS, LEAVES, STATEMENTS 


Benton H arbor, Mich. 
lyoke, Mass San Francisco, Cal. 


wires" BAKER-VAWTER COMPANY 
I LOOSE LEAF AN TEEL FILING EQUIPMENT 
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